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Yow, Nonsen from Nathan. 
* * 
Those snakes who unfairly incite 
industrial and social unrest are not 
adders to national prosperity and 


happiness. 
* 


The first overseas radiotelephone 
all was made in New York when 
auto in Times Square was con- 
nected with Paris. 
. a * 
The availability of spares 
strikes car buyers as being a 
good break, if strikes don’t bowl 
over rubber company production 
plans. 


* 


* 


* * * 


Friends of Henry Wallace still 
want him for the Democratic nom- 
ination in 1948. The Wallace cam- 
paign was started, as General Mo- 
tors workers off the job for 126 
days know, by phony figures from 
‘the U. S. department of commerce. 

* * * 


Yes, Torquey 

Yes, Torquey, too many selfish 
interests apparently interpret 
peace on earth and goodwill to 
nen” to mean annual demands for 
mfair pieces of other peoples’ 
Money and throwing goodwill to 


he winds. 


* * * 


larm 

A monthly production of 1,500,000 

arm clocks now, compared to 
1,200,000 before the war, is given 
‘due credit for awakening sleepers. 

But we still. feel that November 
slection returns ended further silly 
dreams of many Washington bu- 
eaucrats much more effectively. 

7 * + 


ull of °46s. 

Signs of the times in Cleveland: 
Used-car lot owner Louis N. 
Fabbro has refused to buy three 
new 1946 cars because “the lot is 
og 

On his lot is a 1946 Oldsmobile 
8, offered for $3,300. The same 
price will get you a new Buick 
Roadmaster. A Plymouth station 
yvagon, 1946, is offered for $2,500 
nd a series of Chrysler New York- 
rs on display are yours for $3,250. 

* * * 


Steer on Tour 

Royal Jupiter, the grand cham- 
ion steer at the International 
ivestock Exposition at Chicago, is 
bn a 22,000-mile tour of the nation 
‘under the sponsorship of Firestone 
Tire & Rubber. Raymond C. Fire- 
tone bid $14,490 for the 1,380- 
ound champion which will travel 
nh a $12,000 air-conditioned trailer. 
The same trailer, with glass sides 
r displaying the animal, has been 
heed to transport four other grand 
hampfon steers purchased by 
}irestone. 


3 Million Mark 
Hit by *46 Car, 
Truck Output 


Week’s Total of 93,010 
Shows Only Slight Dip: 
Ford Shuts Till Jan. 2 


By Bernie Thomas 
Staff Writer 


DETROIT. — Combined UU’. 
S. car and truck output dur- 
ing 1946 shot over the three- 
million total last week when 


an estimated 93,010 vehicles 
-—67,855 cars and 25,155 trucks— 
rolled off assembly lines. 

With little more than a week 
to go this year, U. S. plants have 
turned out an estimated 3,010,835 
units, according to Automotive 
News figures. The overall total 
includes 2,096,681 cars and 914,154 
trucks. 

Last week’s effort failed to set 
another postwar weekly record, but 
was consistent with the record pro- 
duction of 68,991 cars and 24,873 
trucks the week before (a total 
of 93,864 units). 

So far in December, U. S. plants 
have built approximately 277,888 
passenger cars and trucks. 

Although average daily output 
this month may turn out to be 
the best that U. S. makers have 
| been able to achieve in the post- 
|war era, it is still unlikely that 
total U. S. output for 1946 will 
amount to more than the 3,100,000 
cars and trucks previously pre- 
dicted by Automotive News. 

Last Friday, Ford announced 
that due to a shortage of steel cast- 
ings it would be forced to cease all 
operations tomorrow (Dec. 24) until 
Jan. 2, 1947. Hudson will close today 
until Dec. 30 due to lack of sheet 
steel. 

Any greater hope for 1946 is 
doomed by lack of time and the 
fact that other U. S. plants will 
use the last several days of the 
year for inventory purposes or a 
changeover to facelifted models. 


Also, automobile plants have 
(See OUTPUT, Page 8, Col. 5) 





Production 


Automotive News Estimates, 
U. S. Cars, Trucks 


93,3864 


93,010 


Last Prev. 


Week Week 
For complete production totals 
by makes, see table, page 8. 
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When Freight 


DETROIT.—Increases in the :ist 
jrices and delivery charges of new 
ars and trucks were foreseen as 
inevitable” last week, as the ve- 
icle manufacturers computed the 
Wfects of the 20-25 percent boosts 
m railroad freight rates. 

All manufacturers, except Ford, 
Paeclined to estimate how much 
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Dealer Business Counsel 
q Merchandising 
“automotive Washington ... 
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List Price Boosts Expected 


Rates Rise 


their prices would be affected 
until the railroads put the higher 
rates into effect. The rail carriers 
have been allowed by the ICC to 
act on their rates any time be- 
tween Jan. 1 and Feb. 28. 

Ford released estimates of in- 
creases in its FOB charges in the 
Dec. 16 issue of AvuTomoTive News. 
The company estimates ranged 
from $1.78 in the Cleveland sales 
district to $23.79 on the West Coast. 

Although Ford spokesmen de- 
clared that the company “expects 





no change in factory list prices at 
(Continued on Page 32, Col. 4) 





Makers, Deaters Face Suits 


For Millions in Portal Pay § 





THE 1947 NASH has been redesigned to give added front-end massiveness and a 
longer, lower appearance. Now in production, Nash’s 600 and Ambassador cars will be 
available In several body types, according to H. C. Doss, general sales manager. 


Nash Makes Its ’47 Bow 
With Minor Changes 


DETROIT.—The 1947 Nash, now 
in production, embodies only minor 
changes because of the urgent de- 
mand for automobile transporta 
tion. However, the new Nash has 
been redesigned to give added 
front-end massiveness and a longer, 
lower appearance. 

H. C. Doss, vice-president and 
general sales manager of Nash 
Motors, said that “Nash aims at 
producing, selling and servicing 
as many cars as possible with- 


Both will be available in a variety 
of body types. 

“The Nash 600, a contender in 
the low-price field, features an all- 
steel, all-welded body. It gives 2h 
to 30 miles per gallon at moderate 
highway speeds,” Doss said. “It has 
an exceptionally fine L-head engine 
with a sealed in manifold. Connect- 
ing rods are rifle-drilled for pressure 
lubrication. The 600 also has indi- 





out interrupting production to 
shut down for radically different 
new model changeovers.” 


has a wider grille, more massive 
radiator ornament and a restyled 
emblem. Included in other minor 
changes is a new tooling treatment 
of the instrument panel, two-tone 
of interior hardware 
colorful new exterior 


treatment 
trim and 
paints. 
The new Nash is offered in the} 
low-priced 600 series and in the} 





New car registrations reported 
in AuToMOTIVE News today: 
1946 
Pos. 
1—243,404 
2—202,897 
8—169,005 
4—106,037 
5— 79,295 
6— 71,812 
7— 63,267 
8— 57,537 
9— 54,842 
10— 51,747 
1l— 43,527 
12— 41,925 
13— 41,495 
14— 25,080 
15— 14,547 Cadillac 52,980—15 
16— 7,146 Lincoln 16,275—16 
Total All Makes 
1,275,609 3,367,063 
For further details, see page 


1941 

Pos. 
545,135— 
803,268— 
411,732— 
193,688— 
275,511— 
256,248— 5 
70,519—12 
206,801— 6 
65,510—13 
130,969— 8 
$2,398—10 
72,543—11 
100,601— 9 
59,185-—-14 


Make 
Ford 
Chev. 
Plym. 
Dodge 
Buick 
Pontiac 
Nash 
Olds. 
Hudson 
Chrysler 
De Soto 
Mercury 
Stude. 
Packard 


‘ 


2 
1 
3 
7 
1 








| 
The front end of the new = 


Top Cars | 


| duction of 1947 models early 


| vidual front wheel suspension and 
| coil springs on all four wheels for 
improved riding comfort. 

“The Nash Ambassador, long 
established in the medium-price 
bracket, is a luxurious car offer- 
ing deluxe interior, streamlined 
elegance of exterior design, valve- 

(See NASH, Page 8, Col. 4) 


medium-priced Ambassador series. | 


Liability Extends 
5 to 8 Years 


Unions Press Action; 
Chance for Some Relief 
Seen in Gwynne Bill 


By Mac Gordon 
Staff Writer 


DETROIT. — Automotive 
labor accelerated plans last 
week to deliver the second 
blow of its economic one-two 
punch against the industry— 
retroactive suits for millions of 
dollars in portal-to-portal pay. 

No manufacturer or dealer 
would be spared in the concerted 
campaign of the auto unions to 
obtain five to eight years’ back 
pay for the time spent between 
the street gates of a shop and 
the actual work. 

The portal pay suits will parallel 
the UAW-CIO’s drive for a basic 
wage increase of 23% cents an 
hour (17.6 percent), plus “fringe de- 
mands” for employer-financed dole 
funds amounting to an additional 
7 cents an hour. 

Inspiration for the portal-pay 
drive was the U. S. Supreme 
court’s decision last June in the 








Bulletin 


CHICAGO.—Ford became the 
first auto maker to be named in 
a portal pay suit late Friday 
when UAW-CIO Local 551 filed a 
suit for $8,000,000 for the 2,000 
workers at the company’s plant 
here. 





test suit filed by employes of the 
Mt. Clemens (Mich.) Pottery Co. 
In an unusual interpretation of 
the Wages and Hours Act, the 
court found the pottery firm 
guilty of depriving its workers 
of portal pay and ordered that 
double damages be paid the 
| plaintiffs retroactive to 1938 
when the act was adopted. 
Automotive experts, estimating 
that the bill for the entire indus- 
try, under a similar decision, might 
exceed 1% billion dollars, have 
(Continued on Page 12, Col. 1) 











Curtice Sees Real Hope 


FLINT.--Buick will 
in 
| January, after a. brief shutdown 

following completion of the 19456 

, gs oN, run at the end of 

e December. 

This was con- 
firmed last week 
by Harlow H. 
Curtice, Buick’s 
general manager, 
in a speech be- 
fore the Flint In- 
dustrial Execu- 
tives Club. 

While it had 
been expected 
previously, the 
coal strike caused some doubts as 


ss 


H. H. Curtice 


||}to whether goals could be attained. | 


However, Buick’s production is 
running currently at better than 
6,000 a week, making it the third 





26, today’s issue. 





largest weekly volume producer 


begin pro-| 


Cheered by Signs of Sanity on National Level; 
"47 Buick Due in Few Weeks 


| in the industry, with only Chev- 
rolet and Ford ahead. 

(Nearly all GM _ divisions are 
scheduled to change over to 1947 
models by mid-January, with Cad- 
illac leading this weekend. It plans 
no interruption of its assembly line. 
| Pontiac expects to close for about 

10 days at year-end for the change, 
and Oldsmobile hopes to hold its 
closing to a few days after the first 
of the year. Chevrolet plans to close 
for a week a little later in Janu- 
ary in making the switch.) 

| In spite of the uncertainties of 
| the future, Curtice said that “I be- 
| lieve that we can begin to look on 
|/the months ahead with hope and 
| confidence.” 

“I believe there is real hope, 
for the first time in many years,” 
| he asserted, “that our pressing 
| national problems will be dealt 
| (Continued on Page 33, Col. 4) 
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10-Point Plan... 





Sloan Offers Suggestions 
To Correct Wagner Act 


BOSTON. — Claiming that the 
Wagner Act has operated to de- 
prive both worker and others of 
their rights, Al- 
fred P. Sloan jr., 
chairman of Gen- 
eral Motors, last 
week called for 
amendments to 
the act which 
would correct its 
shortcomings and 


inequalities. 
Speaking here 
\ before the Bos- 





ton Chamber of 
Commerce, Sloan 
called attention to 10 separate 
phases of the act which needed 
correction, and proferred his sug- 
gestion as to legislation which 
would rectify its shortcomings. 

Sloan pointed out, as an exam- 
ple, the prohibition of management 
addressing employes. 

“The employer is told it is not 
free speech to speak to his em- 
ployes over a loudspeaker during 
working hours. But the union is 
told it is free speech to circulate 
union literature and anti-manage- 
ment attacks during working 
hours. What _ constitutes free 

ech? The employer should have 
the right to talk freely to his em- 
ployes. 

“Collective bargaining too should 
be defined. Where does it begin 
and end? What are its responsi- 
bilities? If the employer is re- 
quired to bargain with the union— 
as now is the case—should not the 
union be required to bargain with 
management, which is not now the 
case? 

“Collective bargaining on an in- 
dustry basis should be prohibited 
as a monopolistic practice.” 

Court review of the decisions of 
all administrative agencies should 
be granted, Sloan said. If the 
NLRB is continued in existence, 
it should not be permitted to act 
as judge, jury and prosecutor. Such 
a practice now exists, he said, and 
it is contrary to both common 


10% of New Cars 
Being Resold 
In Cleveland 


CLEVELAND.—One of every 10 
new cars reaching Greater Cleve- 
land today is being resold by the 
original purchaser, generally at an 
astounding price. 

So reports County Clerk of 
Courts L. F. Fuerst, who said fig- 
ures of casual transfers took a 
notable spurt in August and “have 
been on the upgrade since.” 

Of approximately 12,000 new 
ears titled here in four months 
prior to Dec. 1, casual resales have 
followed in 973 instances. 

Similar transactions in used 1946 
models have reached 317 since the 
middle of February, most of them 
in recent months. 

On record at Fuerst’s office in 
a dormant file are 13 sales by four 
dealers. This, according to clerks, 
means that the best way an in- 
dividual can obtain a new car. is 
get the “boss to buy one for you, 
especially if the ‘boss’ buys many 
cars at a time.” 

Incidentally, all 13 cars were 
turned over to employes. 


Alfred P. Sloan 





sense and a fundamental rvinciple 
of justice. 











responsible for their 
turn for their privi' 
declared. “Only th’ 
responsible now 
curred through 
tract. Unions 
equally respe . 
sponsibility 
by adequate r.es. And such 
penalties sho e enforced.” 

Management, he claimed, must 
be represented throughout all the 
various steps of production, other- 
wise, management in fact does not 
effectively exist. Responsibility of 
management must be complete and 
foremen must be recognized by 
law as a component part of man- 
agement. 

Speaking on other points of dif- 
ference, Sloan declared the closed 
shop to be monopolistic and is, in 
effect, a limitation on the right 
to work and the right to employ. 

“No man,” he said, “should be 
required to pay for the privilege 
of working. The closed shop should 
be outlawed.” 

Such questions as may be re- 
quired by union procedure to be 
submitted to its membership for 
determination, Sloan pointed out, 
should be passed on by a repre- 
sentative proportion of the entire 
membership and not by a limited 
minority consisting largely of the 
representative leadership. 

He suggested that unions be re- 
quired to make public their finan- 
cial operations, including a state- 
ment of their income and expense 
and should be prohibited from 
making contributions to and sup- 
porting political activities. 

He recommended that all forms 
of violence and coercion be out- 
lawed with heavy penalties and 
that unlimited right to petition for 
bargaining elections be granted to 
employers. No such right now 
exists as to the employer unless 
two or more unions are in conflict. 

In recommending remedial leg- 
islation, Sloan suggested the fol- 
lowing: 

To limit, by law, the jurisdiction 
of any one union to the point 
where the public interest is not 
substantially prejudiced by strikes 
by dissolving existing unions into 
parts so no one part has the eco- 
nomic power to substantially af- 
fect the public interests; or, by 
limiting the power of any one un- 
ion as now constituted to strike 
so large a part of any one indus- 
try as to substantially prejudice 
the public interests. 

Secondly, collective bargaining 
must proceed, even if it involves 
a strike, without restriction or 
interference from without to the 
very end irrespective of the con- 
sequences on either party. 

Praising the Sherman Anti-Trust 

Law as an equable means of re- 
quiring both business and unions 
to conform to the fundamental 
principles of the competitive sys- 
tem, Sloan declared that the act 
had not—in the past—destroyed 
business or any associations of 
business. 

“Its principles,” he said, “if ap- 
plied to unions, will not destroy 
unions. It is a fair and equitable 
means of requiring both business 
and unions to conform to the fun- 
damental principles of the com- 
petitive system. It is essential if 





we wish to preserve that system.” 








NASH MOTORS celebrated a production milestone last week when it completed its 
oe postwar passenger car. Herbert W. Devine (left), oldest employe at the Nash 
. is congratulated by H. E. Long, general works manager. , Devine | has been em- 
ve at the plant since 1902 when the first model of the R 
Nash, was being produced at a rate of about two a day. 


of the 
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before the appearance of 





Fich & Sons, St. Cloud, Minn. 


A FAMILY BUSINESS THAT SOLD Studebatk 
the automobile was honored recently when 
plaque from M. M. Scovill, regional manager for Studebaker. The dealership is A. A. 


Milton a “Eich, left, received a bronze 





WASHINGTON. — Autos figure 
prominently in discussions here on 
removal of export controls because 
of the demand for American mod- 
els which have always been popu- 
lar abroad. Behind-the-scenes pres- 
sure for removal of all remaining 
controls became strong among ad- 
ministrative agencies last week, it 
was reported. 


The export quota on cars is lim- 


Ward Succeeds 
Bathrick on 


Pontiac Sales 


PONTIAC.—H. J. Klingler, gen- 
eral manager of Pontiac, last week 
announced the appointment of L. 
W. Ward as general sales manager 
succeeding D. U. Bathrick, who has 
resigned. The appointment is effec- 
tive immediately. 

Ward, a GM sales executive for 
many years, has been assistant gen- 
eral sales manager. He came to 
Pontiac as special representative in 








Bathrick L. W. 


D. U. 


1934 and has held nearly every 
executive position in Pontiac’s mer- 
chandising organization including 
zone manager and regional man- 
ager. He was stationed in St. Louis 
when called to the central office 
in 1943. 

“Ward's lengthy experience well 
qualifies him for his new position 
as head of the Pontiac sales or- 
ganization,” Klingler commented. 
“T feel that the division was par- 
ticularly fortunate in having his 
talent available when the press of 
personal business interests caused 
Bathrick’s resignation.” 

Bathrick, retiring after 16 years 
with Pontiac, said he had no other 
immediate plans other than to or- 
ganize his personal business inter- 
ests and to vacation for several 
months in Florida. His career with 
General Motors Gates to 1927. 


Denver ae ae 
Elect Hover 
As President 


DENVER.—C. S. Hover, Hover 
Motors, Inc. (Ford) was elected 
president of the Denver Automo- 
bile Dealers Assn. last week. He 
succeeds Allen R. Hickerson, 
Thomas - Hickerson Motor Co. 
(Dodge-Plymouth). 

Other officers are Arthur Kumpf, 
Kumpf Motor Car Co. (Mercury- 
Lincoln), vice-president, and Tom 
Braden reappointed executive sec- 
retary for his 25th year. Directors 


are G. D. Beavers, Downtown 
Buick, Inc.; N. B. Burt, Burt Chev- 
rolet, Inc.; Henry J. Davidson, 


Metropolitan Pontiac, Inc.; Marvin 
M. Millsap, Capital Chevrolet Co.; 
Arthur C. Schoene, Shane Motors 





(Plymouth). 


Decontrol of Auto Exports 


Studied by U.S. Bureaus 


ited to 6.2 percent of production. 
October shipments totaled 11,705 
passenger cars, according to OPA 
data. 

One industry representative said 
that he did not anticipate any 
change in the ratio even if con- 
trols were lifted. He based his con- 
clusion on the fact that 6 percent 
generally has been the export fig- 
ure for the industry. 

Export decontrol is said to be 
favored by W. Averill Harriman, 
Secretary of Commerce, because of 
administration’s new general de- 
control policy and the advantages 
to American business in reestab- 
lishing foreign markets as soon as 
possible. 

Concern is expressed by some 
government officials of a possible 
bad public reaction to complete 
export decontrol now when there 
are still a number of domestic 
products in short supply. 


Car Prices Rise 
10% in Canada, 
Trucks 7% 


MONTREAL.—A 10 percent in- 
crease in the consumer price of 
new Canadian-made passenger au- 
tomobiles and a 7 percent boost 
in the price of commercial vehicles, 
effective Dec. 18, was announced 
last week by the Wartime Prices 
and Trade Board. 

Permission for the increases was 
granted, the board said, because of 
higher prices being paid currently 
for essential imported parts and 
“substantially higher costs of both 
domestic labor and materials.” 

The companies affected are Ford 
Motor, General Motors and Chrys- 
ler. 


Board officials said that despite 
increased production costs, the per- 
mitted price increase has been 
held to a point where the price 
of domestically-produced cars com- 
pares “favorably” with that of im- 
ported cars. 

A Canadian who imports a stand- 
ard model from the United States 
today would be obliged to pay up 
wards of $200 more than for the 
same Canadian-made car under the 











new domestic price ceiling, the 
board declared. 
Oswego Buys 
Oswego Motor Co. (Chrysler), 


Oswego, Kan., has acquired a lot 
75 by 140 feet for a new building. 


U. S. Lists Guides 
For Credit Value 
On Used Cars 


WASHINGTON.—A specific list 
of used-car guides to be employed 
in determining the credit value of 
used automobiles was issued here 
last week by the Federal Reserve 
Board. 

Under Regulation W as recently 
revised effective Dec. 1, the credit 
value of a_ used automobile, in- 
stead of being based solely on the 
purchase price, must be based on 
the lower of either (1) the cash 
purchase price or (2) the average 
retail value as stated in one of the 
used-car guides designated by the 
board of governors of the Federa! 
Reserve System. The board has 
now determined which used-car 
guides are to be designated at pres- 
ent for the purposes of this rule. 

For use for this purpose in any 
part of the United States the board 
has designated certain editions of 
the NADA Used Car Guide, the 
Red Book or Blue Book, and the 
Official Automobile Guide. 

Certain other guides have a'sc 
been designated for use in particu- 
lar sections of the United States 
these are Market Analysis Repori 
(published at Boston), Americar 
Auto Appraisal (published at De- 
troit), Official Wisconsin Automo 
bile Valuation Guide, Kelley Bluc 
Book Official Guide (published a 
Los Angeles), Northwest Used Ca: 
Values (published at Seattle), anc 
California Used Car Values. 

Detailed information as to which 
of these publications have been des- 
ignated for use in any particulur 
territory may be obtained from any 
Federal Reserve Bank or branch 

A dealer is not required to us 
any particular automobile appraisa 
guide, but, for purposes of com 
plying with Regulation W, may us« 
quotations from any of the fore 
going publications that are desig 
nated for use in his territory. Th 
maximum credit value of a usec 
automobile after Jan. 1, 1947, wil 
be the specified percentage (nov 
66 2/3 percent) of whichever is th: 
lower of (1) the cash purchas 
price, or (2) the “appraisal guid 
value” (as determined from any) 
designated guide). 

An exception is made for car 
of 1936 and older models, for which 
the maximum credit value will be 
the specified percentage of the 
cash purchase price, as at present 
without the requirement relating 
to the “appraisal guide value.” 

The “appraisal guide value” to be 
used for the purposes of Regulation 
W does not include any added 
value for cars equipped with e 
radio or heater, but it may include 
added value for cars having an 
overdrive or automatic transmis- 
sion as extra equipment. 





Refinancing Statement 


Corrected by NADA 
WASHINGTON.—NADA cor- 
rected last week a statement in 
its Dec. 6 bulletin relative to 
refinancing an installment con- 
tract under the hardship clause. 
A refinance may be made for 
any term of maturity up to but 
not to exceed 15 months, except 
as provided for where a written 
statement of changed conditions 
is made by the purchaser, and, 
in such instance, up to 18 
months is permissible. Previ- 
ously NADA said the refinance 
could not exceed the number of 
months in the original contract. 











motion picture starlet, welcomes 





Los Angeles, 





TKAR DROP CAR tests Los Angeles traffic conditions. Marion Davey, Hollywood 


Marshall Long, California designer-inventor, behind 
the wheel of his new, streamlined, three-wheeled ‘‘car of the future.’’ Long will be ip 
Southern California for 10 days to test the new car under actual traffic conditions ir 
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A§ WE face the new year many 
dealers wonder what is in store 
for them. Fourteen months have 
passed since V-J day. We won the 
World War. Since, however, in- 
stead of steady progress on recon- 
version to assure this nation’s lead- 
ing position from the standpoint 
of economics, finance and politics, 
there have been many pressure 
groups which have been interrupt- 
ing our advancement. 


This is a serious situation. The 
war has piled up indebtedness 
for the nation. Considerable tax 
will be required until it is liqui- 
dated. Before the war, income 
tax was around 13 percent and 
we did about one hundred bil- 
lion dollars worth of business. 
If we increase, as we have dur- 
ing the war, and continue our 
national income of two hundred 
billion dollars, taxes won’t need 
to be excessive to liquidate the 
debt and pay governmental ex- 
penses. It is necessary to keep 
the volume of business up or else 
our free enterprise system, which 
we fought for, is in jeopardy. 
Those who would change our po- 

litical complexion forget that our 
system has brought this nation the 
world’s highest standard of living. 
We must remember that the nation 
grants individuals the right to 
work where they want, think what 
they desire, express their opinions 
without risk. 

* eo + 


Dealers Must Prepare 


To Cash In on Sales 


HHOSE of us in the automobile 

business are naturally concerned 
with national affairs, but perhaps 
if we will look to our own industry 
alone, we can see a clear road to 
progress. We must dedicate our- 
selves to renewed devotion to our 
business. We cannot afford to risk 
the pitfalls that we are experienc- 
ing in politics and economics on 
the national basis. 


The strength of any nation is 
made up of the strength of in- 
dividual units. Our first job then 
is to make ourselves strong. No 
industry exceeds the automobile 
industry in its future prospects. 
Automobile dealers are dealing 
with certainties. We are sure, for 
instance, of an expanding market. 
Automobiles are still the most 

desired possession aside from food, 
clothing and shelter. Automobile 
ownership will expand. If automo- 
bile dealers prepare to cash in on 
not only new car sales, but the 
used car market and service, they 
may be sure that opportunities 
greater than ever before will ma- 
terialize. 
+ * 


Incentive Systems 


Paying Off 
| ABon is one of the perplexing 
problems. It is certain that Con- 
gress, at the start of the new year, 
will take steps to amend the Wag- 
ner act, not so that labor itself 
will be injured, but labor leaders 
will find it more difficult to disturb 
our economy for their own partic- 
ular interest. 

Many dealers have already 
solved the problem for their own 
organizations in incentive com- 
pensation plans. They find it good 
for labor as well as for them- 
selves. NADA has recently ap- 
pointed a committee of 13 out- 
standing dealers together with a 
trade association secretary, all of 


NADA Train to Leave 


From Seattle Feb. 12 
TACOMA, Wash.—L. E. Titus, 
chairman of the arrangement com- 
‘mittee, announces completed plans 
Yor a special train to the Atlantic 
ity NADA convention Feb. 17. 
Leaving Seattle Feb. 12, the 
Union Pacific streamliner will con- 
mect at Portland, Ore., and Chey- 
jenne, Wyo., for pickup of dealers 





whom have had successful expe- 
rience in this ramification of our 
business. It is called the Em- 
ployer-Employe Relations com- 
mittee. It will deal, of course, 
with the important necessity of 
management, employe coopera- 
tion, and I am sure their findings 
will be valuable to every dealer 
and go a long way towards as- 
suring the future progress and 
prosperity of the industry. 

It comprises one of the most vi- 
tal subjects confronting the indus- 
try. Those dealers who have had 
experience with it are certain that 
it is the answer to the most vital 
problem confronting the nation 
now. Automobile dealerships are 
comparatively small institutions. A 
dealer has a greater opportunity 
to administrate a compensation in- 
centive plan successfully than do 
larger groups. He knows each 
worker, even the worker’s family. 

* * a 


A Good Example 


Of the System 


— have been many conspic- 
uous examples of success in this 
field. One I now have in mind is 
Horace H. Hull, of Hull-Dobbs Co., 
Ford dealers at Memphis. Hull- 
Dobbs is reported to be the largest 
Ford dealer in America. The firm 
operates three dealerships in Chi- 
cago, one each in Cleveland, Louis- 
ville, Minneapolis as well as Mem- 
phis. 
Their success in these operations 
is largely due to compensation 
methods. Horace Hull recently has 
been called upon by many associa- 
tions to outline a plan. I just heard 
his talk in Memphis the other day 
to the Midwest Implement Dealers 
Assn. He talked this spring to the 
National Federation of Sales Exec- 
utives in Chicago. He has appeared 
before several state groups of auto- 
mobile dealers. 

His compensation plan starts 
from the management and goes 
down to the lowest employe and 
includes each department. As an 
example, in his stock room in 
the Memphis operation alone be- 
fore the plan was put in effect, 
his manager was receiving $250 
a month. There were five assis- 
tants in the parts department 
who were averaging $150 a 
month. These were salaries that 
equalled the pay of like employes 
in other agencies. 

The gross parts business at that 
time was $18,000 a month. In in- 
stituting the plan, he raised the 
parts manager’s salary to $350 a 
month and called the six parts men 
together and made them a propo- 
sition that included paying the 
parts manager, in addition to his 
salary, 1% percent on the gross 
sales over $18,000 a month. The 
other five workers divided five per- 
cent on all sales over $18,000 a 
month. 

co * + 
Compensation Plan 


Booklet Available 


Tex sales immediately began to 
skyrocket. These men were vir- 
tually in business for themselves. 
Month by month and year by year 
the sales went up, and today more 
than $200,000 worth of parts are 
being sold a month in Memphis 
alone. More than 11 times the sales 
in 1938 at the start of the plan. 
Last year the manager made ap- 
proximately $25,000, and his assis- 
tants all made between $5,000 and 
$15,000 each. These high salaries 
were more than made up by in- 
creased production, and the com- 
pany benefited rather than suf- 
fered. 

If you don’t have an incentive 
compensation plan now and don’t 
want to wait for the NADA re- 
port, I suggest that you write to 
Horace Hull, of Memphis, for a 
booklet he has put out on this 
subject. He has promised me to 


Va. Studies Time Limit 


On New-Car Resales 
RICHMOND, Va.—An English 
policy forbidding the sale of a 
new car within six months after 
purchase is being studied for 
possible adoption in Virginia, 
John E. Raine, general man- 
ager, Virginia Automotive Trade 
Assn., announced last week. Pro- 
tection of buyers of 1946 and 
1947 models is back of the move. 


The High Court of Justice in 
Lond I tly issued an in- 
junction forbidding the owner 
to sell a new car until he had 
owned it six months. In this 
first case brought under the 
practice of the London Motor 
Trade Assn. making the restric- 
tion a condition of sale in new 
cars, the car had been bought 
for $1,600. A resale price of 
$3,500 was asked. 








Central Depot Is Planned . 





‘“’y Ira Alexander 
Staff Writer 


DENV—'—About a year ago 





36 new-,. dealers of Denver 
formed ar j;anization known as 
Auto Deal nc. The purpose of 
the organi, is mass buying, 
distributing ‘ervicing of all 


car buyers’ y hrough a cen- 
tral “depot” ¢ 


ilt in Denver 
as soon as m: OO} 


are available. 
While the pu. * ‘,of the organ- 
ization has been handicapped to a 
considerable degree due to lack of 
merchandise and building mate- 
rials, it is stamped a success by 
all the dealers taking part. 
Auto Dealers, Inc., has entered 








Hunton, 
president; 


Wheatland, director southeast 
Clyde Guschewsky, Lander, 


east district. 


New Dealer Officials 





OFFICERS AND DIRECTORS of Wyoming Auto Dealers Assn. elected at recent con- 
vention in Casper. Left to right: William F. DeVere, reelected secretary-treasurer; Don 
district; 
director centrai district; F. 
Lovell, president; Earl Varney, Worland, director northwest district, and Monte Rob- 
ertson, Casper, first vice-president. Not shown in the picture are R. E. Utzinger, Rock 
Springs, director southwest district, and J. Y. Westerbrook, Sheridan, director north- 





OFFICES AND BOARD of directors of Philadelphia Automobile Trade Assn.. Back 
row, left to right: Wm. Phillips, manager; E. H. Bauer, J. E. Wolfington, L. C. Krisher, 
M. H. Bury, R. E. Nittinger, W. T. Plachter, Albert Jacobs, Wm. Greer, W. 8S. Town- 
send. Front row, left to right: E. J. Ronan, treasurer; R. R. Sonneborn, secretary; A. 
A. Martin, president; T. P. Lowry jr., retiring president; Ernest Jones, vice-president. 
E. J. Powell not present when picture was taken. 


Bill Dinneen, second vice- 


P. Richardson, 


Cheyenne, 





SALT LAKE CITY.—Acting to 
bring automobile assessments in 
line with those on other types of 
property, Utah’s State Tax commis- 
sion has authorized an increase in 
the assessed valuation of pre-1941 
model automobiles and a corre- 
sponding decrease in valuation of 
newer cars. 

It was announced that in 1947, 
cars will be assessed at 30 percent 
of their “full cash” value, a figure 
arrived at by a compromise he- 
tween tradein allowances and re- 
tail selling prices as listed in the 





Congress Studies Battle 


With FRB on Credit 

WASHINGTON. — Legislative 
steps to curb Federal Reserve 
Board control of installment 
buying will be taken when the 
new Congress convenes, Senator 
Styles Bridges, of New Hamp- 
shire, said last week. 

Unless the FRB itself modi- 
fies the present stipulations of 
Regulation W, under which the 
agency keeps a tight rein on 
credit buying in 12 major cate- 
gories of consumer goods, Con- 
gress will act, he said. Accord- 
ing to an FRB spokesman, no 
changes are contemplated in 
these regulations and none will 
be made until the board is spe- 








jin those areas, arriving in Atlantic 
City Feb. 16. 





send one, with his compliments, 
to each inquiry. 


cifically directed by Congress. 


Used-Car Valuations Revised 
Up to 30 Pct. in Utah 








Utah auto dealers’ “blue book.” 

Commissioner Heber Bennion jr. 
said that the new assessment base 
would result in a general lowering 
of the valuations of new cars for 
taxing purposes and a similar in- 


Denver Dealers Acclaim 


Savings in Buying Pool 


into a contract with a tire manu- 
facturing firm and is purchasing 
tires by the carload lot. As a re- 
sult of this Denver new-car dealers 
have been able to supply a spare 
tire with each new. car sold. This 
is something that few, if any, other 
dealers in other parts of the coun- 
try have been able to do. 

Also, the dealers get their new 
tires at rock-bottom price even 
after a small handling charge is 
paid into the Auto Dealer, Inc., 
treasury on each tire. On each 
item of merchandise purchased 
through the organization a small 
handling fee is kept out by the 
Auto Dealers, Inc., and in that 
way money for operation is se- 
cured. 

Another item that has been pur- 
chased in quantity lots is oil and 
this item has served to save each 
dealer taking part a considerable 
sum of money over a period of 
months. What is more, this winter, 
by purchasing through the central 
agency, each new-car dealer has 
been enabled to secure enough per- 
manent antifreeze to supply their 
regular customers. This, members 
point out, they would have been 
unable to do if they had depended 

upon their individual purchasing 
power. 

Just as soon as building mate- 

rials are available, a giant ware- 
house for storage and servicing of 
new cars as they are received from 
the factories will be erected. Land 
along a railroad right-of-way in 
the Denver city limits has already 
been secured for this purpose. This 
will mean another big saving for 
the members in dollars. 
Plans are also being formulated 
at the present time for the estab- 
lishment of a central paint shop. 
Dealer members will send their 
used cars to this shop and get 
them painted quickly and at far 
less cost than if they maintained 
their own individual paint shops 
as has been the case in the past. 
Paint for this shop, of course, 
will be purchased in quantity lots 
and at less cost than when small 
quantities were purchased for deal- 
er-owned paint departments. 

Each individual dealer will con- 
tinue to operate his own 
department independent of the 
mass-buying plan. At the present 
time, the central agency is buy- 
ing for its members tires, oil, 
paint and upholstery. 

Another saving to the dealer 
members is new-car_ unloading 
costs. It used to be that when a 
dealer got in a carload of new cars 
he had to take three or four men 
to the railroad yards and unload 
the car. 

Now, arrangements have been 
made with the railroads serving 
Denver to unload the automobiles 
and all the dealers have to do is 
drive them away. The cost of car 
unloading under this new arrange- 
ment is about one-fourth what it 
was under the old system. 


When Auto Dealers, Inc., was 





crease in valuation of older cars. 


(Continued on Page 6, Col. 1) 





On the House . 


ing production facilities and might 
unintentional lift 
while AUTOMOTIVE 
of one percent!!! 


on 1941 sales. . 





Wemhoff 


ing on its next cars. ... 
George Romney, AMA managing 
lation can be doubled in the next 


mas and Happy New Year to All! 





Reports say Kaiser-Frazer may build tractors for Ferguson after 
Ford deal runs out next summer; Ferguson faces big problem of find- 


new setup if tractors can’t be supplied in continuity. ... Field men 
of one car maker are giving Automotive News an 


production figures are off the beam; need we point 
out any more than that the official government fig- 
ure for November, 


was 261,149, a difference of 346, or one-hundredth 


NADA is shooting for 30,000 members by time 
convention opens Feb. 17; dues are still based 


have boosted their handling charges consider- 
ably since decontrol; where is that good public 
relations everyone’s been talking about? ... 
Don’t be surprised if you see a radical departure in Ford spring- 


problem is licked. ... Kentucky association (Lew Ullrich) has a nifty 
season’s greetings card. ... Which reminds this mugg: Merry Christ- 


easily lose many dealers to Ford’s 


by telling their dealers our car 


issued Dec. 17, was 260,803 cars 
News’ estimate made on Dec. 2, 


. . Reports show some dealers 


director, believes car-truck popu- 
25 years, IF the traffic and road 


—Perte WeMHorF 
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WE STAND FOR: 


1 1. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories. | 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 1 3. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. 1 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 1 5. A return to the pre- 
NEWS cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


There’s Hope Ahead ... 
Merry Christmas 


ERRY CHRISTMAS—and we mean it. Certainly the 
past year hasn’t been filled with brotherhood which 
marks the Yuletide spirit. Yet it could have been worse, 
and there are hopeful signs that it will be better next year. 


In 1950 we may all look back upon 1946 and say that 
Santa Claus was good to us that year. 

In the last few months, the Administration has given 
American businessmen a chance once again to make the 
most of their ingenuity, and to show what the profit 
system can do. That, perhaps, is one of the greatest 
reasons for joy this Christmas season. 

Looking ahead into the new year, there is but one real 
dark cloud in the sky that may bring on a tornado—exces- 
sive labor union demands that may undo all the good that 
has been accomplished since the war. There is some faint 
hope, however, that sanity may even impregnate the actions 
of the top union officials before they get beyond the present 
“threat” stage. 

And more important is the fact that the people went to 
the polls in November and signified their demand that the 
labor situation be corrected. The temper of the people is 
such that they are likely to support sound legislation to 
correct the inequalities of present labor laws. 

We know that we have had a year of trials and tribula- 
tions, but—according to an old yardstick of progress—-if 
we can go three steps ahead while slipping back only two, 
we are progressing. 

Most dealers have been able to adjust their shop costs 
and income so that both they and their shop help are 
happy again. Dealers have been able to deliver new ve- 
hicles to at least those customers in most critical need 
of new transportation, and have been able to again start 
taking care of the service needs of the owners in their 
zone of trade. 

We will have to live with a bottleneck that will be with 
us for at least another year, regardless of how all other 
things turn out. But the bottleneck of steel rolling mill ca- 
pacity may be a blessing in disguise if car sales reach a 
prewar normal percentage of financed sales before car ana 
truck selling prices can be lowered. 

So—1946 hasn’t been too bad for us in the automotive 
industry, and the little boy in the “three-cornered pants” 
who is due to arrive in another week may not be bringing 
us too disappointing a load of business prospects. 


AUTOMOTIVE 








President Truman can be cred- 
ited with handing the country a 
Christmas present in his message 
of optimism—IF labor does not 
upset the applecart. We will not 


A MERRIER *"8¥e but that be 


. is a year late in 
CHRISTMAS! delivering this 


message, nor challenge those who 
claim it was the result of the No- 
vember election which provoked it. 
Suffice it to point out that he has 
expressed what all of the people 
know or should know; that 1947 
will be a prosperous year for all— 
IF labor will stand hitched long 
enough to get us back to normal 
production. Strikes in either big 
or little business can result only 
in paralyzing the whole economy 
of our great country. To give credit 
where credit is due, I think the 
President’s statement was timely 
and cannot help but result in lift- 
ing our depressed spirits in time 
for the holidays. 
* * * 

THE PRESSURE of wartime de- 
mands so expanded the possibili- 
ties of American production that 
even in the face of the negative 
conditions which reach the head- 
lines, it is amazing to note the 
increase over prewar which month- 
ly production has recently at- 
tained. U. 8S. News (Dec. 13) pub- 
lished a table of 34 items which 
was interesting to me and I am 
sure will be to you. The following 
are sample comparisons: 
Prewar MONTHLY OUTPUT 


In Consumer Durable Goods 
380,000 Electric irons 718,900 
47,000 Electric ranges 75,000 

1,100,000 Radios and phono- 
graphs 
Tires 
Trucks 
Vacuum cleaners 
Washing machines 
In Building Materials 
Asphalt roofing 
(squares) 
Bathtubs 
Bricks 
Cement (barrels) 
Clay sewer pipe 
(tons) 
Furnaces (warm air) 
Sinks 
Structural clay tile 
(tons) 
Water heaters 

In Clothing 
Nylon hose (pairs) 
Boots and shoes 
(pairs) 


Now 


,800,000 
, 200,900 
110,000 
266,000 
265,000 


5,129,000 
69,000 
156,000 
158,000 


5,400,000 
6,800,900 
107,000 
528,000,006 
16,300,000 


98,000 
411,000,000 
13,750,000 
96,000 
112,000 
82,800 
252,000 


46,000 
142,000 
94,000 
133,000 
175,000 322,000 
9,100,000 
40,200,000 


30,006 000 
43,500,000 
AO oat 
THERE IS another optimistic 
note in the assurance from the 
best informed sources in Washing- 
ton of a 20 percent relief on in- 
dividual income taxes for the year 
1947. This will be the second step 
in the right direction as individua! 
income taxes had reached a point, 
in my opinion, out of all reason. 
During a war there is every good 
reason for maximum income taxes 
to eliminate the possibility of 
exorbitant profits. No good citizen 
believes anyone should profit un- 
duly under wartime conditions. I 
remember after the last war, the 
resentment we had toward those 
who had “cleaned up” during the 
time we were in service. Rightly, 
every precaution was taken during 
the recent war to prevent any such 
recurrence. There may have been 
some individuals who made huge 
profits but, if they did and were 
honest, they had only the thrill of 
handling the “chips.” Most of the 
“swag” was siphoned right back 
to the government. The few who 
were dishonest are being ferreted 
out by the Internal Revenue boys, 
thus indicating that there is no 
housing shortage at either Atlanta 

or Leavenworth. 


of oF 

THERE IS NOT one of us who 
should not get down on his knees 
this Christmas Day of the year 1946 
and thank God he and his loved 
ones are so fortunate as to live in 
the United States of America. Re- 
cent letters I have seen from Ger- 
many, the birthplace of most of our 
Christmas traditions—Saint Nick, 
the decorated tree, the Christmas 
carols—are too heart-rending to be 
repeated. A once great Christian 
nation boasting a culture in Art, 
Literature and Science second to 
none, has by following the dictates 
of a mad man been reduced to ab- 
ject misery. God grant that in the 
years to come, no false doctrine or 
unscrupulous leadership shall thus 
sap the strength and happiness of 
our own great country. A Merry 
Christmas to each of you, my 
friends!—G.M.S. 
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‘Deserve Resp 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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No ‘Coffee Grinders’ 


Although I know that the news 
item did not originate within your 
fine publication, I nevertheless 
wish to protest the reference in 
your issue of Dec. 9 to the Miami 
“coffee-grinder jalopies.” 

My particular car, which won 
this “race,” was restored to its 
original condition at a cost of $800, 


... Gegen’s respected car. 


and consumed three years of spare 
time effort. 

In September of this year my 
wife and I drove this same 1909 
Ford to Philadelphia and return, 
making the round trip in nine days, 
and without trouble of any kind; 
not even a flat tire. 

This car, and its many similarly 
restored counterparts, are farther 
from being “jalopies” than the av- 
erage five to ten year old car seen 
in everyday use. 

I speak not only for myself, but 
for the hundreds of my fellow- 
members in the “Antique Automo- 
bile Club,” the “Veteran Motor Car 
Club” and the .“Horseless Carriage 
Club” when I ask that these vet- 
eran cars be accorded the respect 
they deserve. They were laying 
the foundation for the greatest era 
the world has ever known; the 
largest part of which may be cred- 
ited to the automobile. 

I shall now step down from my 





soapbox.-—Rosert B. Gecen, Alex- 
ander Motors, Miami, Fla. 


Brake Safety Valve 


Popular Mechanics magazine has 
referred me to you as a possible 
source of information I desire. I 
would like the address and name 
of any manufacturer that makes 
a hydraulic brake system safety 
valve for the purpose of assuring 
at least two wheels (both front or 
both rear) remaining in_ service 
after a failure at any one point in 
the braking system. 


Somewhere I have seen described 


j|a ball-check type of valve with the 


ball balanced between twin outlets, 
one to the front end and one to 
the rear end, so that as long as the 
pressure remained equalized the 
ball did not cut off either line. 

Having experienced a near-dis- 
aster some time ago, due to a line 
breaking, I am anxious to have 
the safety of at least two wheels 
left for emergencies. I hope you 
may be able to supply me with the 
information and assure you it will 
be appreciated.—GeraLp F.. Gregory, 
Rochester, N. Y. 

Epiror’s Note: The product is 
manufactured by the Hoof Prod- 
uct Co., Chicago. 





Coming Events 


JANUARY 
Jan. 6-10—Detroit (Book-Cadillac). 
annual session. 
Jan. 13-14— Memphis (Hotel Peabody). 
Sixth annual meeting of Truck-Trailer 
Manufacturers Assn. 


FEBRUARY 
Feb. 17-18—Atlantic City. Annual conven- 
tion of National Automobile Dealers 
Assn. 





SAE 


MARCH 
March 19-20—Des Moines (Fort Des Moines 
Hotel). Annual convention Iowa Auto- 
mobile Dealers Assn. 



































December 1946 


‘ To Our Friends— 


This Christmas season finds us with our first 
post-war year of reconversion behind us, but with 


plenty of tough problems yet to be solved. 


Despite the uncertain industrial ‘outlook, the 
Ford Motor Company has big plans for the future. 
Our program is to keep moving forward and to do 


our best to solve our problems as they arise. 


I have great confidence in the American people. 
They made this country what it is today—and somehow 


they'll meet the problems we are faced with now. 


roe cat ee 
Be ee be “e 
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Co-Op Buying Called 


Profitable in Denver 


(Continued from Page 3) 


the larger new-car 


members had about the 
same amount of money invested, 
all concerned would derive a great- 


The dealers holding a smaller 

of the stock, as a result, 

ve been allowed to let their sav- | ™455 

items purchased stay in 

the treasury and they received ad- 
ditional stock for it. 

oo of Auto Dealers, Inc., 

L. C. Thomas, Thomas Hickerson 

Motor Co. (Dodge-Plymouth), pres- 

B. Leeman, Leeman 


ident; Harry 
Co. (De Soto- Plymouth), 
vice-president; S. M. Marcus, Mar- 
cus Motor Co. (Studebaker), treas- 
urer; Henry J. Davidson, ’Metro- 
politan Pontiac, Inc., secretary 
The officers and Louis Luby, 
Luby Motor Co. (Chevrolet), make 





ik iis epenh ‘ak deicisionn: Mae 


of|H. Rust is general manager. 


Several times each year there is 
a general meeting of all members, 


with the board of directors meeting 


“The new central purchasing or- 
ganization which the dealers own 
and operate enables the individual 
dealer to obtain the highest qual- 


mass-buying rates—and thus be 
able to pass the savings along to 
the car owner who will go to his 
dealer for complete ‘one-stop’ serv- 
icing,” Rust said. 

At the same time, dealer mem- 
bers are still privileged to make 
individual of merchan- 
dise independent of the organiza- 
tion, if they so desire. 

“The plan is working out very 
successfully,” said Secretary Dav- 
idson. “It is not only resulting in 
savings on our purchases, but it is 
bringing the new-car dealers of 
Denver closer together and the in- 
dustry is still further served.” 
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Pontiac Dealers 


Elect Officers 

PONTIAC. — The following offi- 
cers have been elected by the Pon- 
tiac Automotive Trade Assn. of 
Oakland County: 

George Higgins, president; Ben 
Jerome, vice - president; Ralph 
Garner, secretary, and Byron Webb, 
treasurer. 





What do you want to buy, sell or 
trade? See Classified Want Ads, in- 





side back cover this issue. 








Credit Curbs Blasted 


Removal of Other Control OQutmodes Regulation W, 
Says American Bank Assn. Committee 


CHICAGO.—Abolition of Regula- 
tion W was called for last week 
by the Consumer Credit Commit- 
tee of the American Bankers Assn. 
at a press interview held by Carl 
M. Flora, chairman of the com- 
mittee. 

Flora is vice-president of the 
First Wisconsin National Bank in 
Milwaukee. ‘The committee held 
a two-day meeting here last week. 


mr 
in 
nae 


a sta ent announcing the 
— of the committee, Flora 


d: 

“Now that all other controls gov- 
erning the purchase of consumer 
durable goods have been removed, 
the time has come for the com- 
plete abandonment of Regula- 
tion W. 

“We recognize that some con- 
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That Bendix is the world’s 





Experience is the reservoir of precedent that holds many of the 


sumer durable goods, including au- 
washing 


“A free yet sound flow of 
sumer credit can be maintained 
only if bankers and business men 
are free to use their own best 
judgment, based on their intimate 
knowledge of the borrower and 
local conditions. 


“With the elimination of controls 


credit control. Regulation W was, 


a@ war emergency measure. It was 

never intended to be a permanent 

government control and should be 

abolished now. It is hoped that the 

— Congress will agree with this 
ew.” 


Texas Dealers 
Blast Unethical 
New-Car Sales 


CORPUS Tex.—Auto- 
mobile dealers from 20 Texas 
towns, meeting here last week as 
guests of the Corpus Christi Auto- 
mobile Dealers Assn., blasted fiy- 
by-night dealers and unscrupulous 
agents. 

Fly-by-night dealers were ac- 
cused of gypping the public and 
making it difficult for legitimate 
dealers to operate. George Jones, 
president of the local association, 
described a situation in which 
legitimate dealers receive only a 
few new cars éach month while 
“so called used-car agents” have 
a lot full of them every day. 

The cars are sold for twice the 
price a legitimate dealer can get, 
he charged. 

Rep. John E. Lyle said the auto- 
motive industry has a “black eye” 














before the public which sees and 














largest manufacturer of 


automotive or - oa answers to problems of the future, and makes it possible to avoid buys the “so-call ed new at 
mon knowledge in the a ce the stan price.” 

tmnde. Bendis cagiacering errors of the past. The most promising plan can go astray in one W. k (Cap) Williamson, vice: Sa 

the P : s president and general manager o 

po gph nb fe tiny error that experience would have forestalled. And in the auto- ES Sumen Liteahins Dinalerd 
ance of better things from motive field —where experience is the keystone of success —Bendix* Assn. and member of the Texas m 

Bendix in the future. Ex- Fag ene age PADD coat — 

ame ; ; ’ i ive i . Kenne' ac assistan 

pect the bese aan Sota can point to thirty years’ cooperation with a progressive industry. manage, aay tor Golues: Giowl 
BENDIX PRODUCTS DIVISION, BENDIX AVIATION CORPORATION, SOUTH BEND 28, IND. - al 





the automotive industry. 
*REG. U.S. PAT. OFF. 


Ekholm 
Safety Door Locks 
types of 


AVIATION CORPORATION 
prevent opening of rear automo- 
bile doors from inside or outside 
as long as the front doors remain 
closed have been announced here 


Bendix 
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Studebaker’ 95th Chniiinas Greeting 


Once again this year, for the g5th time since its business was founded in 1852, Studebaker 
salutes its treasured friends, old and new, with a warm-hearted ““Merry Christmas” . . . The 
men and women of Studebaker share with you the fervent wish that in the months ahead 


all our nation’s hopes deferred will glow with bright fulfillment. 


tlh ile 


Part of America’s life and traditions 


since February 1852 
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‘Oxford of the Auto 


Chevrolet School Lights Fire Under Cold Facts 
For Dealers of Tomorrow 


By Bob Finlay 
Managing Editor 


DETROIT.—If you’ve been wor- 

rying about tomorrow's Chevrolet 

take an aspirin and for- 

get it. Those boys will take care 
of 


and then serve up such a fine meal 
as Chevrolet. And without balony, 


too. 

But perhaps more important than 
the school itself is what the school 
"nae the students 

h the students average 
only 24 years of age, most of them 
are oldtimers in the automobile 
business. 

Some of them have as much as 
20 years of experience in the busi- 


postwar session of the school are 
veterans of World War II. One 
was leader of a guerrilla band in 
the Philippines. They represent 
every section of the United States 
and one is from Sao Paulo, Brazil, 
and one from Windsor, Ont. 


The students are chosen on a 
merit basis, considering their 


Some 800 applications are now 
on hand for the courses, which last 
five weeks. 

The sessions open with an ad- 
dress by T. H. Keating, general 
sales manager of Chevrolet and 
head of the school faculty. 

In the first week, the students 
get a history of the automotive in- 
dustry and of General Motors and 
Chevrolet, market analysis, the 
Chevrolet franchise and quality 
dealer program, business manage- 
ment and public speaking. 

The next week brings 


promotion, Chevrolet trucks and 
reviews of work, 

The third week starts off with 
an examination. Following that the 
subjects are car distribution, Chev- 
rolet advertising, national fleet de- 
partment, a special session, review, 
parts and accessories, review, used 
cars and a special session. 

Fourth week—examination, serv- 
ice and mechanical, special session, 
review, budgets, how to hold mect- 
ings, business English and letters, 
Chevrolet plant trip, review, public 
speaking, general review and busi- 
ness management. 

The fifth week includes examina- 
tion, business management, special 
session, review, retail and whole- 
sale financing, insurance, Motors 
Holding, review, summary, final 
examination, special luncheon and 


comprehend. 
For instance, business manage- 
ment is usually a dry subject. Yet 
the students said that the sessions 


props and colorful showmanship 
used in presentation. 

Chevrolet emphasizes timing a 
good deal, and this was evident 


in the schook For instance, at one , 


point in the GMAC session, the 
presentation called for a projec- 
tion of figures in the battle of 
financing. 

During recess, corncob pipes 
were placed on the students’ desk. 
A little later, tobacco was passed 
out by one GMAC man while an- 
other on the stage said: 

“Now let’s light up our pipes 
and have a little dream.” 

It came off neatly. 

The faculty of the school is com- 
posed of top Chevrolet and GM 
men and men from Chevrolet’s 
agency, Campbell-Ewaki. 

In active charge is T. O. Mc- 
Laughlin, director of the central 
office school. He is a Rhodes schol- 
ar, world traveler, was on the U. 8S. 
repatriation committee after the 
first World War and has had more 
than 20 years of experience in the 
Chevrolet organization. 

So whatever Chevrolet wants to 
call its school is OK with us, al- 
though personally we go for the 





“Oxford of the Automobile.” 





Dealers in the Making. . . 





FROM THE INTENT expressions here, you can see that Chevrolet’s postgraduate 
Cee eicrm merchandising le serious business for these sons and nephews of 
Chevrolet dealers. Many of them grew up in dealerships, and a moment after this picture 





Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. & PRODUCTION ONLY) 











8. E. Skinner 
ers throughout the country. All 


line although relatively short de- 
stu- 


* developed recently, he said. 





Week Week Jan. 1 Jan. 1 
Same Ended Total to to 
Dec. 21, Week Dec. 14, Dee. Dee. 20, Dee. 21, 
1 1941¢* 1946* to Date*  1941¢* 1946* 

GENERAL MOTORS 33,615 28,906+ 382,713 97,266 2,161,206 793.202 
Buick ............. 6,201 4,259 6,121 18,357 368,604 150,938 
Cadillac ........... 1145 1,019 1,160 3,194 57,748 27,414 
Chevrolet ......... 16,384 16,102+ 15,592 46,401 1,234,4847 378,393 

eo evgeecs 4,901 4,460 4,332 14,542 226,746 108,926 

Pontiac ........... 4,984 3,065 5,008 14,772 278,534 127,531 
CHRYSLER ........ 11,267 17,334 11,364 33,938 1,001,917 521,496 
De Soto ........... 1,252 1,302 1,257 3,770 93,575 60,828 | 
Dodge ............. 3408 8=«66,184¢ 3,389 10,389  362,357¢ 149,912 
Plymouth ......... 4,792 S117¢ 4,811 14,404  499,660+ 231,973 
Chrysler .......... 1,820 1,731 1,907 5,375 136,325 18,698 
FORD .............. 13,732 10,155¢ 13,603 40,823 1,004,928+ 452,210 
BORE. cccccscvscsees 10,902 9,706¢ 10,742 32,279  882,987t 368,778 
Lincoln ........... 552 Closed 5500: 11,629 18,301 18,278 
Mercury .......... 2,278 49 8=€6©231L 866,915 =: 108,640 = 70.14 
CROSLEY .......... 470 NA. 351 0s: 1,046 N.A. 4,774 
HUDSON ........... 1,787 Closed 2,733 6,552 95,594 
KAISER & FRAZER 557 ocoe «6 cD NOOti«wjww ws 10,496 
WAGES o.cccccccccccss 2,694 Closed 2,720 7,840 78,477 96,833 
PACKARD .......... 877 Closed 1,453 8,748 783,987 41,623 
STUDEBAKER 2448 1,124¢ 2,349 7,384 130,073¢ 74,564 
WILLYS# ........... 531 447+ 537 s«1,597 28,394¢ 65,979 

Us 5,057 $98,785+ 

Total U. 8... 67,855  62,575+ 68,991 202,804 5,041,675+ 2,096,681 
*Revised. tIncludes trucks. {Station wagons. N.A.—Not available. 


Note: 1941 figures include cars and trucks, U. S. and Canada. 
? . + 
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COMMERCIAL CARS 
(U, 8 PRODUCTION ONLY) 














Week Week Total Jan. 1 
Ended Dec. to 
Dee. 21, Dee. 14, to Date, Dee. 21, 
1946 1946* 1946* 1946* 
CHEVROLET .............. 6,741 6,399 19,768 258,321 
Ra in aa eik outed 5,689 5,718 16,968 196,247 
ae, e 8,385 3,407 10,088 122,229 
INTERNATIONAL ......... 3,102 3,178 9,431 110,466 
ad ced icus bit 1,774 1,880 5,435 
STUDEBAKER ............ 1,301 8,996 41,870 
eek os wesgeocuashs 1,108 891 3,204 35,051 
ORR UO SSSR RES 394 486 1,288 16,550 
EY abla 6 gon aveveecesede $74 370 1,117 12,563 
DIAMOND T .............+. $28 330 975 8,548 
PHDERAL, ........00ccccce. 151 160 451 8,351 
RR RE $46 840 1,008 4,808 
EE, i chtenkaitiins coo sese’ en ene 12 $,374 
MISCELLANEOUS ......... 470 468 1,408 26,301 
Total Trucks, U. 6. ....... 25,155 24,873 75,084 914,154 
“otal Cars, Trucks, U.S... 938,010 93,864 277,888 3,010,835 
Total Cars, Trucks, Canada 4,473 4,507 18,407 168,209 
Grand Total, Cars and 
Trucks, U. S. and Canada.. 97,483 98,371 291,295 3,179,144 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 








Automotive News 
Output Estimates 


99.99% Correct 


WASHINGTON. — The high 
degree of accuracy of Automo- 
tive News car and truck output 


production totals for November, 
released by the Office of Tem- 
porary Controls, were compared 
with estimates by Au- 
tomotive News three weeks ago. 


Automotive News’ estimate of 


the official OTC total of 260,803. 
On trucks, Automotive News es- 
timated 909,264 and the official 





Olds Delivering 
11% of Cars to 
Disabled Vets 


LANSING. — Oldsmobile reports 
that of the 104,616 new 1946 Olds- 
mobiles produced through Dec. 10 

this year, 12,062 
cars, or 11.5 per- 
cent, were deliv- 
ered to disabled 
veterans. 

8S. E. Skinner, 
general manager, 
said that during 
the same period, 
more than 18,500 
orders for “Val- 
jant” cars had 
been received by 
Oldsmobile deal- 





will be delivered as quickly as pos- 


lays are being encountered due to 
greatly increased demand that has 


Nash 


(Continued from Page 1) 


in-head six-cylinder engine, rub- 
ber cushioned springs and a unit- 
ized steel body with a subframe,” 

Optional Nash equipment in- 
cludes the Nash “Weather Eye” 
conditioned air system, convertible 
double-bed, foam rubber cushions, 
special upholstery, vacuum booster 
pump, oil bath cleaner, directiona 
signals, long-distance radio and 
seat covers. The Ambassador series 
also provides a fourth-speed for- 
ward and overtake gear. 

Body styles include two-door 
broughams, four-door slipstream 
and trunk back sedans, and the 
Ambassador suburban cars. 

Body colors cover a wide range 
of single and two-tone styles, in- 
cluding black, maroon, Marlin-blue, 
Strato-blue, Avon-green, light grey, 
Canterbury light and dark grey and 
golden light tan. The 1947 colors 
also include two-tone selections in 
Canterbury light and dark grey, 
moss and Avon green, platinum- 
blue and Strata-blue, and the win- 
terleaf and golden light tan. 








Output 


(Continued from Page 1) 


learned by experience to expect 
a high rate of absenteeism on the 
part of labor during the yuletide 
season. 

Combined U. S. and Canada car 
and truck output last week 
amounted to an estimated 97,483, 
compared to the revised total of 
98,371 the week before, according 
to Automotive News compilations. 

Nearing the end of 1946 at a pace 
about 83 percent of its 1941 weekly 
production rate, General Motors 
last week turned out an estimated 
33,615 passenger cars in the U. S. 
During the previous wéek, GM 
built an actual total of 32,713 cars, 
an effort which marked another 
postwar weekly record for GM in 
the U. S. 


Oldsmobile Output Hits 


Prewar Levels 

LANSIN G—Production of 
new Oldsmobiles took another 
sharp upturn during the first 10 
working days of December and 
brought output for the month 
thus far to a new postwar high, 
it was announced by 8S. E. Skin- 
ner, general manager. 

“Oldsmobile’s output during 
the period of Dec. 2 through 
Dec. 18 was 9,641 new cars,” he 
said. “This is within 98 units 
of the figure we achieved during 
the same period of 1941—high- 
est production year in Oldsmo- 
bile’s history. It likewise marks 
an increase of 1,761 cars over 
the number built during the last 
10 wo days of November 
of this year,” he stated. 








Meanwhile, it was learned that 
the assembly of GMC trucks will 
be suspended during the first 
week of 1947 in order that inven- 
tory can be taken. 

Chrysler built an estimated 11,267 
passenger cars in the U. S. last 
week after accounting for 11,364 
the previous week. Unofficial re- 
ports indicate that Chrysler sched- 
ules will be moved up gradually 
starting the first of next year. 

It is hoped that the middle of 
March will find Chrysler assembly 
at the same rates which were in 
effect before parts shortages forced 
the output levels now in effect. 

Output of passenger cars in the 
U. S. last week by Ford is esti- 
mated at 13,732. In the previous 
week Ford turned out 13,603. 

Two days of idleness, due to 
parts shortages, held Hudson 
passenger car output to an esti- 
mated 1,787 last week, compared 
with 2,733 the week before. Hud- 
son also has temporarily suspend- 
ed the manufacture of its pickup 
truck on account of material 
shortages. 

Still plagued by a continuing 
parts shortage, output of Kaisers 
and Frazers dropped to an esti- 
mated 557 last week, compared 
with an actutl accounting of 1,168 
the week before. 


The parts situation also will keep . 


K-F assembly lines down this week 
until Thursday after Christmas. 

After building an actual total of 
883 cars last week, Packard closed 
down on Wednesday to take in- 
ventory. In the previous week, 
Packard turned out 1,453 cars. It 
is unlikely that any more Packard 
cars will be assembled before Mon- 
day, Dec. 30. 

Now in full production on 1947 
models, Nash last week turned out 
an estimated 2,694 of its new jobs, 
a with 2,720 the week be- 
ore. 











UTILITY, COMFORT and styling are features of the colorful 1947 Nash interiors. 
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Half-way job 


When a car dealer relies on rule of thumb in selling and servicing tires, he may find further progress 
hard. He’s doing only a half-way—and a half-profits—job. * Goodyear developed its Proved 
Profit Plan for Car Dealers to take the guesswork out of tire sales and service. Under the plan, the 
dealer can call on Goodyear’s merchandising experts for help in setting up a separate tire depart- 
ment. They offer sound, prompt aid in arranging equipment and displays . . . in hiring and training 
men ... in advertising and profitable selling. * One great advantage of the plan is the popularity 
of the Goodyear line. It is the best advertised in the industry . .. and the best accepted. People have 
faith in the Goodyear goal . . . to make Goodyear products better today than they were yesterday, 
better tomorrow than they are today. * You can také advantage of the Proved Profit Plan. Why 
not talk it over now? Write today to your nearest Goodyear District Office, or to Goodyear, Car 
Dealer Department, Akron 16, Ohio. 


GOoDSYEAR 


THE GREATEST NAME IN RUBBER 









CO-OPERATING FOR PROGRESS 


419 dealers have flown the Goodyear flag for 
25 years or more .. . 1269 for 20 years or more 
- - » 2594 for 15 years or more . . . 4268 for 
10 years or more ...a record of long and suc- 
cessful association unmatched in the industry. 
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OPA Civil Action | : 
Pending for 100 
Mass. Dealers 








Rubber Scarcity 


Record Peacetime Output Fails to Overtake 
Pent-Up Demand, Smith Reports 


BOSTON. — One hundred Bay 
State automobile dealers face civil 
action for price overcharges, the 
regional office of OPA has an- 


Six of the hundred face criminal 
action, OPA reported, and said that 
“thousands of dollars” in over- 
charges have been made by new 
and used car dealers in the state. 

Reports have been received that 
dealers were “destroying records 
to prevent disclosing of over- 
charges previous to automotive de- 
control,” OPA said. 

Dealers in Boston, Springfield, 
Lowell, Lynn, Lawrence and Haver- 
hill also are involved. 








THIS RECENT MEETING of the Philadelphia Dodge-Piymouth Service Assn. is 
typical of the activities of Reynolds & Reynolds Co., Dayton, 0., being conducted 
throughout the country for the automotive industry. Standing in the rear, left to right, 


NEW YORK.—Although the rub- 
ber industry produced a _ record 
peacetime volume of goods in 1946 
and is expected to repeat this per- 
formance, or better it, in 1947, the 
pent-up demand for rubber prod- 
ucts is such that shortages will 
continue for many months, Herbert 
E. Smith, president, United States 
Rubber, said last week. 


Indications are that final sales 
figures will show that the industry 
in 1946 produced goods valued at 
$2.3 billion, which was more than 
double the volume of 1940, the pre- 
vious record year of wholly peace- 
time output. It is estimated that 
sales in 1947 will be $2.3 to $2.5 


tonnage will go into tires, which 
will be manufactured in almost 
as great quantities as in 186, 
when output reached record pro- 
portions. 

In that year, 88 million units, of 
which 66 million were passenger 
car tires, were expected to be pro- 
duced. The 1947 forecast is for a 
total of 80 million units, with 62 
million for passenger cars. 

Rubber footwear, both water- 
proof and canvas, is being pro- 
duced in increasingly large quan- 
tities but it will be some months 
before depleted retail stocks are 
brought up to normal levels. 


The demand for rubber clothing 


are: George Grogan, Reynolds district representative; William M. Hurd, assistant re- billion 


and coated fabrics will continue 


Nash Dealers Form Assn. | sionai manager, Dodge; A. E. Claus, president of the Philadelphia group; Frank J. 
In Southern Calif. Carr, Dodge district service representative; George Borschall, association treasurer, 
HOLLYW pve and William Frank, secretary. 
O’Connor aces R Praag ‘on Yous. ers find it impossible to build uP ing anne. will = oom. al- 
. is situation w oug ese articles will appear 
wood Blvd. and president of Nash| Mansfield Given OK for Start |2 dealership building at 840 E. inventories. Th 
hs B 2 probably continue during the first|}in much larger numbers than in 
Dealers Assn. of Southern Califor On $250 000 Pr ogram roadway, Tucson, Ariz. Mansfield 6 


The demand for tires is still| to exceed supply for many months. 
greater than the supply and deal-| The supply of golf balls and bath- 





<2 f 6 6 


nia, reports that this is one of the said he expects to spend about|three to six months of 1947 but | 1946. . 
first areas in the nation where 
Nash dealers have formed their 
own association. 





Monte Mansfield (Ford) has been | $250,000, but is able, at this time, 
issued a permit to spend $100,000|;to get materials for only the 


for construction of the first unit of | $100,000 unit. 





during the second half supply is 
expected to be more adequate. 


The greater part of the 1947 











... like California without the 


BILLION DOLLAR VALLEY OF THE BEES 







Only the dominant local 
newspapers tap this rich and 
isolated market. 


ao THE SACRAMENTO B 
bome delivered to 9 out of every 
10 families in the ABC city zone 
... and to half the families in the 
19 county Sacramento market. 


oa THE MODESTO BEE is read by 8 
out of every 10 families in the 
ABC city zone .. . and by nearly 
half the families in the Modesto 
trading area. 
~ 

““. THE FRESNO BEE reaches 
8 out of every 10 families 
in the ABC city zone. 













or 


* Sader "s 1946 
Managewent’s 


NATIONAL REPRESENTATIVES... O'MARA & ORMSBEE, INC. 
NEW YORK + LOS ANGELES - DETROIT CHICAGO - SAN FRANCISCO 


EE is- 


say grass won't grow on a busy street. And you 

ought to see the streets of Sacramento, Modesto, Fresno 

and other shopping centers in California's great Valley 

of the Bees! Annual retail sales for the Valley have 

zoomed to $1,021,394,000 (topping all U.S. cities except 

the five largest) . . . Effective Buying Income, nearly 
two billion, exceeds Boston’s.* 

Yes, this is a “must” market for advertisers. And it's 
an isolated market. You simply can’t cover it from “out- 
side.” So put the dominant /ocal newspapers on your 
schedule—The Sacramento Bee, The Modesto Bee and 
The Fresno Bee. These three McClatchy newspapers reach 
far more high spending Valley people than any other 
combination of daily papers—local or West Coast. 


MCCLATCHY NEWSPAPERS 


THE SACRAMENTO BEE 
THE MODESTO BEE 
THE FRESNO BEE 








Lastex yarn will be short in 
the first part of the year, but will 
be more plentiful in the latter 
half. Industrial products such as 
belting and hose, for which de- 
mand still far exceeds supply, 
probably will be short all year. 
In 1947, for the first time in four 
years, the industry will use more 
natural rubber than synthetic. Con- 
sumption of natural is expected 
to be about 51 percent of the total. 
This compares with 22 percent in 
1946. 

Total consumption of rubber by 
the United States in 1947 is esti- 
mated at 980,000 tons, of which 
502,000 tons will be natural and 
478,000 tons various kinds of syn- 
thetic rubber. Consumption in this 
country in 1946 was slightly over 
one million tons. 


Cleveland Car 
Sales Drop 
In November 


CLEVELAND. — New passenger 
automobiles purchased here were 
down during November by 400 from 
the previous month, according to 
titles filed by County Clerk Leonard 
Fuerst. 

The department recorded new car 
bills of sale at 3,268 compared to 
3,654 in October. Despite the drop, 
November ranks second in new car 
dealers for any month of the year. 
with the year’s total of 23,569 being 
above the 263 in the first 11 months 
of 1945. 


N. Y. Assn. Adds 
163 Members 


ALBANY, N. Y.—A total of 163 
new members have been enrolled 
in the New York State Automohile 
Dealers during the membership 
campaign which has been in force 
for two months, C. D. Henderson. 
executive vice-president, has an- 
nounced. 

Henderson also ‘reported that 
three counties—Genesee, Wyoming 
and Chautauqua—attained 100 per- 
cent membership during the drive. 

When the drive started Oct. 15, 
the state association had 1,€50 
members. There are now 1,813 
members. A goal of 2,200 members 
has been set. 


Collins Elected to Head 


Fort Wayne Dealers 

FORT WAYNE, Ind.—The Auto 
Trade Assn. here elected Robert J. 
Collins, of the Collins Motor Co., 
president, succeeding Haywood M. 
Davis of the Davis Auto Co. 

Other officers are: C. E. Buhl, of 
the Mans-Buhl Co., vice-president; 
A. C. McColl, McColl Motors, Inc., 
secretary, and Bruce Williams, 
Schell-Williams, Inc., treasurer. Di- 
rectors elected are Henry Poinsette, 
Poinsette Auto Sales; Arthur 
Moore, Fred Gaskins Motors, and 
Haywood M. Davis. 














Watson Named Manager 
M. R. Watson is appointed sales 
manager of Howard Kuhlman, Inc., 
exclusive Lincoln-Mercury dealer 
for Austin, Tex. ; 
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MOTORISTS everywhere have seen both of 
these distinctive 1947 automobiles—driven by 
proud owners who have graduated from prewar 
cars to a KAISER SPECIAL or a FRAZER. They’ve 
admired the modern styling—the long, low, road- 
hugging lines that have set a new vogue in auto- 
mobile design. But until they’ve driven one of 
these next year’s cars, they can’t know the 





smooth power and extraordinary performance 
delivered in such a smart and exciting package! 
For these cars give eager response to the throttle, 
and a gliding ride that levels the road. Then their 
perfect balance and restful comfort provide the 
peace of mind that comes with complete confi- 
dence in safety. They’re definitely the cars to 
watch in ’47! 
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Makers, Dealers Face Suits ... 





Millions in Portal Pay 
Sought by Auto Labor 


(Continued from Page 1) 


joined other industries in an ap- 
peal to Congress for relief. 

Rep. Gwynne, of North Dakota, 
said he would reintroduce an 
amendment to the act as soon as 
the new Congress convenes. The 
Gwynne bill, narrowly defeated last 
year, provides that the retroactive 
period of any suits under the act 
be limited to one or two years. 

Officials of NADA, the Automo- 
bile Manufacturers Assn., and other 
industrial groups gave the bill 100 
percent support last year. They as- 
serted that pressure for the bill’s 
passage would be intensified at the 
coming session. 

The tremendous cost of back 
portal-pay demands is apparent 
in figures computed by Automo- 
tive News. Bankruptcy would 
seem to be the only solution fer 
any company compelled to pay 
out sums of such magnitude at 
this time. 


In most shops the hired hands 
spend between 30 and 40 minutes 
between entering the plant and 
punching in, and punching out and 
leaving the plant. j 

The billion-dollar grand total is 
based on an estimated 1,000,000 
workers in the industry earning 
an average of $1.30 an hour. 

Under the Supreme court rul- 
ing, an auto worker would be en- 
titled to an average of $195 a 
year in payment of the portal 
time. Five years’ back compen- 
sation would multiply this to al- 
most $2,000. A million eligible 
workers would thus share a pool 
of nearly two billion dollars. 

Of course, nowhere near a mil- 
lion workers have been employed 
for a period of five to eight years. 
But reduction of the number of 
workers entitled to back portal pay 
would be offset by the fact that 





the Wage-Hour act requires dou- 


ble-damage payments, as well as 
coverage of attorneys’ fees and the 
like. 

A manufacturer like General Mo- 
tors, employing more than 200,000 
in its plants, might be assessed 
$200,000,000 or more. A dealer, with 
only 10 shop workers, would face 
the burden of turning approximate- 
ly $40,000 over to his old employes. 

Portal-to-portal suits have al 
ready been instituted against many 
leading members of the steel, glass 
and rubber industries by CIO and 
AFL unions. Here are some of the 
highlights of these actions: 

United States Steel—$120,000,000 
sought for 120,000 workers; Repub- 
lic Steel—$56,000,000; DuPont plant 
at Louisvil1le—$7,000,000; Ohio 
Crankshaft (UAW - CIO) — $6,250,- 
000; Libbey-Owens-Ford—$13,800,- 
000. 


The UAW has not indicated 
when it will file suit against the 
auto and truck man rs, 
but questionnaires are now in 
the mails to the workers of all 
big concerns. The questionnaires 
request data on the amount of 
time spent between the plant por- 
tals and the time clocks. 

In the Mt. Clemens case, the 
Supreme court ruled that a statu- 
tory work-week includes “all times 
during which an employe is neces- 








sarily required to. be on the em- 
ployer’s premises.” 

A survey of top management 
executives on the issue disclosed 
that not all companies are in a 
precarious position insofar as por- 
tal pay is concerned. The findirgs 
were disclosed last week by the 
National Industrial Conference 
board. 

The companies whose executives 
are most concerned by the Mt. 
Clemens verdict are: 

1. Those where buildings or work 
places are widely scattered or are 
distant from entrances to company 
property. 

2. Those where time clocks are 
at considerable distances from the 
work place and where practices are 
to pay according to the scheduled 
work rather than the recordings of 
time clocks. 

8. Those where workers, on 


4. Those having continuous oper- 
ations in which members of the 
incoming shift are required to as- 
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stations, also hear this message... 


“DON'T BORROW TO BUY—TAKE TIME TO PAY. 
FINANCE YOUR CAR THROUGH YOUR DEALER.” 








sume their places of work before 
the outgoing shift is permitted to 
leave. 

Strenuous objections were ex- 
pressed by many executives to “the 
principle of the thing” rather than 
to the potential increase in costs. 
For the most part, these expres- 
sions fall into two groups: 

Those who deplore the decision 
because it can “result in severe 
and crippling penalties in purely 
innocent acts”; and 

Those who believe the principle 
entirely unjustified because of his- 
torical practices that have been 
mutually agreeable to management 
and the union. 

Firms May Take Offensive 

The automobile industry, mean- 
while, showed readiness to take 
the offensive in the wage negotia- 
tions with the UAW-CIO as the 
union’s drive for a general raise 
of 17.6 percent bumped into resis- 
tance even among rank-and-file 
workers. 

With the next move in the wage 
battle up to industry, reports re- 
curred that company negotiators 
were prepared to spring a series 
of counter-demands tying any pay 
increases to the attainment of vol- 
ume production levels in 1947. 

The UAW would be asked, ac- 
cording to these reports, to make 
stringent no-strike pledges for a 
six or eight month period and 
also promise its assistance in at- 
tempting to boost individual 
worker efficiency. 

Union leaders made it plain that 
the stiffening of resistance to their 
wage drive had changed their mood 
to one of compromise and “no 
strikes if we can help it.” 

Enthusiasm ‘for an allout wage 
fight started a downhill slide after 
the issuance of the Nathan report 
claiming that industry on the 
whole could boost wages 21 per- 
cent without raising prices. This 
report was to have touched off mili- 
tant wage drives in all ClO-organ- 
ized industries. 

But the auto industry did not 
quite see it the way Economist 
Nathan did. And Auto Worker and 
Public Citizen alike, aware of what 
last winter’s wage hikes did to 
prices, agreed with the industry 
when they saw the reports of huge 
operating losses this year. 

Even Robert R. Nathan, hired 
by the CIO to prepare the re- 
port, conceded that his findings 
were not meant to apply to all 
industries—but mainly to those 
whose 1946 profits have ap- 
proached prewar levels. 

The industry also had an answer 
to the admission of UAW Presi- 
dent Walter Reuther that the 17.6 
percent demand was based upon 
the achievement of volume output 
in 1947. That lay in the veiled de- 
mand for a no-strike pledge and 
guarantees of productivity  in- 
creases. 

Hints Dropped to Unionists 
While the wage-production plan 
has not been completely mapped 
out nor made public, it was learned 
that hints of such a demand have 
been dropped in the preliminary 
wage talks with Chrysler and 
Packard. The very threat of a 
wage program tied to production, 
which is contrary to most UAW 
policy-making, has prompted 
changes in union strategy. 

As a result, the UAW is expect- 
ed to pursue the following course 
after the turn of the year: 

] Reduce its wage goal in the ne- 

- gotiations to 13% cents an hour 
(about 10 percent), while keeping 
the 23%-cent demand in the pub- 
lic’s eye. 

Let the United Steel Workers 

spearhead any strike action that 
might evolve from a drive for wage 
raises without price increases. The 
steel industry’s net profits this 
past year have been more nearly 
normal than those in any other 
durable goods industry. 

Concentrate on the “fringe de- 
“ mands”—employer contributions 
to funds for health and welfare, 
pensions, and pay standardization. 

George F. Addes, UAW secretary- 
treasurer, revealed that the inter- 
national union has about $400,000 
in its treasury, as compared to $1,- 
500,000 before the long General Mo- 
tors strike. 

A threat to Packard assembly 
arose in the ratification of the 
strike vote taken by the workers 
at the Briggs Conner plant in De- 
troit. The workers are protesting 
alleged pay reductions in October, 
but no strike date was set. The 
plant produces bodies for Packard 
Clipper models. 
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RESIDENTS OF JOPLIN, MO., were startled recently when they received 
carton which contained a live baby chick, with nothing to indicate the identity 
sender. For 10 days ads had been appearing in local newspapers showing a chick 
the words ‘“‘Howdy”’ and ‘“‘Guess Who?’ The following morning the mystified citizens 
ceived a letter from K. E. Wilson, president, Wilson Motor Co., Lincoln-Mercury 
in Joplin, announcing the opening of the new dealership. Wilson believes this was 
first use of baby chicks in any dealer opening promotion, and the campaign was a 
cided success in Joplin. Above Wilson employes are enjoying themselves placing 
chicks in their cartons. 
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PAA Airs Safety Steps 


Full-Time Police Inspectors at All Stations 
Urged by Assn. Committee 


HARRISBURG, Pa. — (UTPS) — 
Full-time state police official sta- 
tion inspectors and employment of 
a safety director for the Pennsyl- 
vania Automotive Assn. were ad- 
vocated at the recent meeting of 
the PAA inspection committee held 
in the association’s headquarters 
here. 

The commit consisting of A. 
T. Knobloch, Erie, chairman; E. E. 
Brumbaugh, Lansdowne; A. A. 
Martin, Philadelphia; George D. 
May, Lancaster; S. H. Parker, 
Pittsburgh, and Robert Shively, 
Chambersburg, met with Claude 8. 
Klugh, manager. 

The committee requested Col 
C. M. Wilthelm, state police com- 
missioner, to assign state police 
inspection supervisors to this 

work on a full-time, year-around 


The plan would give the selected 
personnel ample time for the fol- 
lowing: 


1. Check closely on the mechan- 





ics inspecting motor vehicles. 
2. Check the mechanical condi- 
tion of used vehicles in hands of 


4. Check more vehicles on the 
highway. 


The group decided that in view |p, 


of the fact that less than 25 per- 
cent of the PAA membership voted 
on the desirability of changing in- 
spection periods now provided by 
law, all official inspection stations 
should be asked for their opinion 
in the matter. 


It was unanimously agreed that 
the PAA board should be asked 
to employ a safety director for the 
association immediately, and that 
appropriate steps be taken to fi- 
nance the expenses. 

All members were urgently re- 
quested to contact their zone man- 
agers, asking them to get in touch 
with their home office, relative to 
parts and accessories neéded in 





the current inspection period which 
terminates Jan. 31, due to the fact 
that officials of Pennsylvania’s 
highway safety bureau have indi- 
cated that there will be no low- 
ering of standards, which would 
keep thousands of vehicles off the 
la if parts were not avail- 
able. 


In a letter to Gov.-Elect James 
Duff, the committee asked for 
a more constructive, efficient and 
cooperative leadership in the high- 
way safety bureau on state inspec- 
insisted that no inspec- 
tion station reinstatements be 
made without the full knowledge 
and consent of the director, and 
then only after sentence had been 
served, except in very rare cases 
where an error might have been 
made in the suspension. 

The letter also pointed out that 
records of mechanics employed in 
official inspection stations were 
meaningless, and that steps should 
be taken to exercise strict control 
of all personnel inspecting motor 
vehicles. 
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Chicks Herald 
Wilson’s Start 


From Scratch 


JOPLIN, Mo.—Wilson Motor Co. 
(Lincoln-Mercury) recently created 
a minor mystery with its use of 
baby chicks in connection with the 
opening of the Wilson dealership. 

For 10 days before the opening, 
small ads appeared in the Joplin 
Globe and Joplin News - Herald, 
showing a chick with the headline 
“Howdy” and “Guess Who?” The 
newspapers’ advertising depart- 
ment was flooded with queries. 

The day before the opening, 

messengers delivered small cartons, 
which contained only the name and 
home address, and gave no identity 
of the sender. The baby chick in- 
side heightened the mystery 
caused by the ads. But the mystery 
was dispelled the following day 
with the arrival of a letter from 
K. E. Wilson, president, which 
read: 
“Yesterday we sent you a baby 
chick. Today we want to tell you 
why. That baby chick symbolizes 
the opening of our business. We 
have just broken the shell at 310 
Wall St. We are starting from 
scratch. And we want to build a 
future of which we will be as 
proud as the crowing rooster or 
the cackling hen. 

“We offer the finest, quickest, and 
friendliest service in the Tri-State 
district. 

“Every bit of equipment is com- 
pletely new—the finest precision 
equipment for automobile repair 
and service that research and en- 
gineering have developed. 

“The experience and skill of top- 
flight mechanics are available to 
you. These trained men are headed 
by Bill Easley as service manager— 
noted here and on the West Coast 
for his knowledge and ability in 
the fields of service to cars of all 
makes. 

“As just one example of the ad- 
vantage of Wilson Motor Service, 
we cite our specialized guaranteed 
lubrication for 30,000 miles. 

“We cordially invite you to visit 
our new quarters and to avail your- 
self of our service and facilities.” 

The Joplin radio station, WMBH, 
broadcast the solution of the mys- 
tery and the Globe and News- 
Herald carried ads explaining the 
meaning of the chicks. As a result, 
Wilson’s nickname of “Mike” was 
almost supplemented by “Chick” 
in Joplin. 





Rayco Moves Facilities 


To New, Larger Plant 

PATERSON, N. J.—Rayco Mfg. 
Co., producer of “customized” auto 
seat covers, has moved to new and 
larger quarters here in order to 
keep up with increased demand, 
according to Joseph Weiss, treas- 
urer. 

All production steps, from pat- 
tern designing to actual manufac- 
ture and shipping, will be done on 
the grounds of the new plant, 
Weiss said. 
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My! My! The newspaper situation certainly has changed in Cincinnati! 


If you lived in Cincinnati, you wouldn’t be surprised—for Cincinnati's 
solid citizens see everyday evidence of The Enquirer’s forward March. 
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campaign to appear in the reader-liked pages of the up-and-coming 
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Insurance Firm 
Fears Rising 
Repair Costs 


BLOOMINGTON, Ill. — Working 
with the approval of automobile 
manufacturers, the State Farm 
Mutual Automobile Insurance Co., 
Bloomington, Ill., last week asked 
the cooperation of automobile re- 
pair men to obtain better and more 
economical repair bills for the 
American motorist. 

In a folder mailed to dealers 
and automobile repair men all over 
the country, State Farm Mutual 
pointed out that it had paid out 
$25,704,842 in losses from Jan. 1, 

to June 30, 1946, most of 
which found its way into automo- 
tive repair shops. Of this amount, 
$16,707,410 was for settlement of 
collision losses alone. 

Fearing that repair costs will 
cause collision insurance to be 
priced out of the market, State 
Farm Mutual declares: “The huge 
increase in automobile repair costs 
has forced upward adjustments in 
collision insurance premium rates. 
Insurance rates are merely a re- 
flection of the cost of doing the 
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things which must be done when 
an automobile accident occurs. The 
cost of repairing wrecked cars is 
the major factor in determining 
the cost of collision insurance. 
“But no product can be sold 
when it is priced out of the mar- 
ket,” 





the appeal declares. “Our |; 


ability to continue writing collision 
insurance makes it necessary that 
we offer it to car owners at a price 
which meets with their accept- 
ance.” 





To feel the pulse of the industry, 
consistent reading of Automotive News 
s a necessity. 





Government Report Shows .. . 





"435 Syn 
Sets Output 


WASHINGTON.—Reconstruction 
Finance Corp., Office of Rubber 
Reserve, has issued a report on the 
government synthetic rubber pro- 
gram together with certain related 
natural rubber activities for the 
year 1945. 

Production in 1945 of synthetic 
rubbers in the government-own 
program amounted to 801,888 long 
tons. In addition, plants owned by 
private industry produced 18,903 
long tons. The total production, 
820,791 long tons, represents the 
world’s greatest annual output of 
man-made rubber. Before the pro- 
duction cutbacks made as a result 
of V-J day, an annual production 
rate in excess of 1,000,000 long tons 
had been attained. 

In 1944 government production 
totaled 737,131 long tons and in 
1948, 208,612 long tons. In the first 
half of 1945, rubber reserve di- 
verted certain of its feedstocks to 
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the aviation gasoline program and 
also produced high octane gasoline 
blending agents through August, at 
which time demands for these ma- 
terials ceased 

For comparative purposes, the 
report includes figures on German 
rubber operations. These show a 


ed| maximum production of 109,17% 


metric tons (approximately equiv 
alent to long tons) which was at 
tained in 1943. In the last half of 
1944 only 34,000 metric tons were 
produced, the decline being the re- 
sult of strategic bombing. 

Costs of synthetic rubber pro- 
duction, excluding amortization of 
plant costs, are shown for the three 
principal types of synthetics being 
produced. Costs of GR-S, a general 
purpose synthetic rubber which ac- 
counts for almost 90 percent of 
the total tonnage, dropped substan- 
tially during the year as a result 
of cutbacks in components made 
from high-cost alcohol feedstoclxs. 

At the end of the year this rub- 
ber was being produced at an out- 
of-pocket cost of about 16 cents 
per pound. Costs of GR-M, a syn- 
thetic having particular oil and 
chemical resistant properties, were 
brought down to approximately 19 
cents per pound at one period but 
increased as a result of the lower 
production required after V-J day. 
Costs of GR-I, a synthetic particu- 
larly applicable to the manufacture 
of inner tubes and other materials 
requiring special air retention 
properties, fluctuated during the 
year but averaged 163 cents per 
pound. 

Approximately $3,600,000 was spent 
during 1945 for research and de- 
velopment projects in the rubber 
field. Results were made available 
to all parties participating in the 
technical information exchange 
agreements sponsored by rubber 
reserve. Contributions made dur- 
ing the year led to continued im- 
provement of synthetic rubber and 
to increased plant efficiencies. 

Plant employment which had 
stood at approximately 22,000 prior 
to V-J day was reduced to slightly 
below 18,000 by the end of the year, 
entirely due to curtailed production 
schedules resulting from the low- 
ered over-all rubber needs as pre- 
dicted by the responsible govern- 
ment agencies. 

Natural rubber imports during 
1945 “totaled 135,672 long tons, ob- 
tained by the Rubber Development 
Corp. which had been set up by the 
RFC to procure rubber from 
sources available during the war 
and to encourage the development 
of natural rubber in foreign areas 
accessible to the Allied powers. 
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Returning veterans, working on jobs where motor trucks are purchased or 
used, just naturally go for GMC. For wherever they served ... Africa or 
the Aleutians, Europe or the Pacific ... their number one source of truck 


transport was the famous GMC “six-by-six.” And whatever their branch ARMY WORKHORSE 


of the Army... ground forces or air forces, combat or supply ... GMC 





“Army Workhorse” power proved its ability on the toughest assignments. 


Civilian GMCs benefit by the same manufacturing facilities, incorporate the 





same all-truck construction and feature engines of the same basic design as 
their military brothers . . . nearly 600,000 strong. Offered in a wide range of 
models, chassis types and sizes, 4% to 20 tons, new GMC trucks provide war- 


proved performance and dependability for all kinds of peacetime hauling. 


Traffic accidents have increased at an alarming rate since 
the war. Careless driving, jaywalking and neglect of needed 
repairs are mainly responsible. Deo your part to prevent 
accidents by. obeying all traffic laws . . . by driving safely 
end walking carefully ... by heving your car or truck THE TRUCK OF VALUE 


inspected regularly, repaired promptly and properly. GASOLINE « DIESEL 


opr ae’) PC meluils, 


GMC TRUCK & COACH DIVISION GENERAL MOTORS CORPORATION 
XUM 
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Dealer Business Counsel 


New Car Dealers Get First Opportunity 
To Sell Service to Owners 


By J. B. Van Tassel 
was is the sale of a new car 
finished? After the customer 
the order for the new car? 
NO. This is when the sale should 
start. When the 
customer signs 
the order for che 
new car, he 
should be intro- 
duced to your ser- 
vice manager, 
service salesmen, 
parts manager 
and cashier. He 
shouki be shown 
the een 
stock of parts 
scart ata and accessories 
you carry and should be sold on 
the value and importance to him 
of buying only factory engineered 
and inspected parts for longevity 
and top performance in his car. 
The salient features of your 
service operation should be sold 
to the owner at this time, such 
as your lubrication system, the 





This is the.time to sell the new 
owner a lubrication or service 
agreement, so as to assure your 
service department the opportunity 
of proving to the owner that it 
pays him over the long pull to 
bring his car into your place for 
service, lubrication, and factory in- 
spected and approved parts. Your 
service department, as an author- 
ized station for the new car you 
handle, means little or nothing to 
an owner as a sign, but when a 
dealer can prove to the owner the 
superiority of his service work as 





compared with the work performed 


by other shops and super service 
stations, then a dealer has a bet- 
ter chance of holding the car own- 
er as a service customer. 

- + 


It’s Pretty Hard 
To Get Him Back 


[= neighborhood convenience 
of some shops is a decided ad- 
vantage as compared with the 
often out-of-the-way service sta- 
tion of the dealer from whom the 
customer bought the car. Also the 
super service station, where the 
owner buys his gas, oil, tires and 
antifreeze, is pretty stiff competi- 
tion at times. However, when the 
dealer constantly keeps his custom- 
ers informed and proves to them 
the superiority of the workmanship 
in his shop, as compared with other 
shops, which is largely due to his 
employment of highly skilled and 

and 


parts, he not only has a 
better chance of holding the owner 
as a service customer, the 
chances for repeat new car sales 
are much better. 








car production. 


average dealer? 


space, attach it to 





Expenses Up? 


Expenses have increased considerably since the resumption of new- 
How does your expense increase compare with the increase of the 


Columnist Van Tassel will be glad to give you the answer. 
Simply fill in the following opener as 


your 
c/o Automotive News, Detroit 26. He will be glad 
answer by return mail Your figures will be kept in strictest con- 
fidence. 


GRAND TOTAL EXPENSE (All Departments) 
For 10 months period ending Oct. 31, 1945 $............ 
For 10 months period ending Oct. 31, 1046 $............ 


requested, clip out this 
mail it to J. B. Van Tassel, 
to give you the 














It’s only natural for the car own- 








@ In lining up markets, as in the gold fields, there’s a big 
advantage in getting there among the first and in the right 
place. That’s why you find many alert merchandisers “pan- 
ning pay dirt” in The Golden Crescent —a 


to-buy section of the farm market. 


Tue Golden Crescent —comprising the states of Michigan, 


Ohio and Pennsylvania—is a compact, 
easy-to-cover market of three million farm 
- farmers who for years have 
enjoyed exceptionally high incomes. An- 
other advantage that means more money 
to these farmers is nearness to their own 









OHIO FARMER e 


vt , 





folks .. 


DETROIT 


lucrative, ready- 


MICHIGAN FARMER 


markets, with short hauls, low costs and consequently higher 


profits, Z&e Golden Crescent averages 781 marketing 


centers per state, compared to the 349 U. S. average. 


Putting your sales story before these brand-conscious farmers 
is inexpensive, for three farm papers—MICHIGAN FARMER, 
OHIO FARMER and PENNSYLVANIA FARMER-—reach 
two-thirds of them. And these are the home and farm 
papers, trusted friends and buying guides for farmers in 


The Golden Crescent. 
The Golden Crescent ( 


The Golden Crescent 
“Your distribution may be national, but your selling is always LOCAL” 


Copyright 1946, 


For more sales, to meet higher production costs, look to 





n-Slocum, Inc. 


PENNSYLVANIA FARMER 


HARRISBURG 


pb oo Ag Bh nd oe 
been responsible for servicing his 
‘car, as to what make of new car 
he should consider buying. How- 
ever, where a dealer is doing a 
good service and followup job on 
his car owner, it becomes pretty 
difficult for some one else to talk 
him into buying some other make 
of car. 





Costs You Nothing 


| Except the Effort 

E word-to-mouth advertising 
J that comes from making it your 
business to satisfy your car owner 

(right from the time of signing 
the new car order), so that he is 
assured top performance in his cur, 
together with making it conven- 
\ient for him to get prompt service 
‘in your shop at prices that are at 
| least competitive, will pay big divi- 
| dends in the development of addi- 
tional new and used car business 
and service income. Word-to-mouth 
advertising is probably the most 
effective of all advertising, yet it 
costs you nothing except the effort 
you and your organization put 
forth to do a good job for your 
car owner. 

The new car dealer gets the 
first opportunity at the car owner 
to sell him continual service, lu- 
brication, parts and repeat new 
car business at the time the 
owner signs the order for the 
new car. 

When a dealer passes up this 
opportunity, he leaves his doorz 

wide open for neighborhood ga- 
rages and super service stations to 
walk right in and take those serv- 
ice dollars away. 


s 
Vet Hire Record 
. 
Claimed by GM 

DETROIT.—General Motors has 
a higher proportion of World War 
II veterans among its working 
, force than any industrial zone re- 
' ported by the U. S. Bureau of La- 
bor Statistics, the corporation has 
asserted. 

Currently, 32 percent of all em- 
ployes working for General Motors 
in the U. S. are veterans of World 
War II, it was stated. The latest 
BLS report shows that all manu- 
facturing industries had an aver- 
age of 18 percent veteran employ- 
ment. 














ahead 


You’ve got to get ahead to 
“be somebod >» Every one of 
the 800,000 Elks is an impor- 
tant “somebody” in the com- 
munity in which he lives. You 
should get to know him. 
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Dealer Merchandising 


Radio Seen Offering Rich Opportunities, 
But You’ve Got to Be on the Beam 


A’ IN ANY other medium, radio | 


advertising involves a series of 
steps. However, in radio more than 
most things, the advertiser stands 
in greater danger of pitching off 
on his head no matter how 
No.4 carefully he lays his foun- 
of a dation—if his final presen- 
Series tation is not good. 

To change the figure of 
speech, all sorts of things can go in 
here, but if it doesn’t come out 
there right the dealer has spent his 
money to irritate people instead of 
to sell them. 

That point was emphasized by 
Harry W. Betteridge, general sales 
manager of Radio Station WWJ, 
Detroit, in discussing for Automo- 
tive News the most effective use of 
radio for the auto dealer. 

Radio has given birth to more 
beefs than the Western ranges. It 
has jarred more nerves and caused 
more people to spend money to 
short-circuit advertising—the thing 
that pays radio’s way. 

Yet used properly, radio has 
great possibilities for auto deal- 
ers, the radio people point out. 

For example, auto sales strate- 

at the moment are directing 
much more of their efforts toward 
. mapping plans to sell women. 
Radio, its exponents assert, goes 
right into the home to sell the 
housewife as she works. It supple- 
ments the job her husband is al- 
ready doing. 

But to get back to that all-im- 
portant final presentation, Better- 
idge puts it this way: 

“Good radio copy can well be 
the projection of the very prin- 
ciples of friendliness and honesty 
on which the successful dealer 
has built his business. 

“However, radio copy which is 
designed to sell the listener is fre- 
quently so poorly prepared that it 
falls way short of its mark. 

“Or worse yet, it is so badly writ- 
“ten that it actually offends the 
would-be customer.” 

* s J 

Tet is the point where radio 

stands or falls—and the adver- 
tiser with it. It is the point where 
the advertiser must insist on the 
greatest care—and must be careful. 
too, that he does not insist on copy 
that pleases him personally, but 
would not be heard in the same 
tone by listeners. 

This is the proper use of the 
tools of radio. Betteridge lists these 
tools in this manner: 


First, the primary objective. 


What part of his business is the . 


dealer exploiting at the moment? 
New cars, used cars, re- 
pairs or institutional? 

Then comes the matter of tim- 
ing. One of the important things 
for a dealer to know before he at- 
tempts to select radio time is the 
type of audience he desires to 
reach. 

Of course, Betteridge says, the 
dealer wants the largest audience 
he can get for his money, but he 
should know whether he wants a 
predominantly male audience, a 
lot of women listeners, teen-agers, 
or a mixed age group as much as 
possible. 

. 


RESUMING it to be the men 

men that the dealer is most in- 
terested in, it’s a fair assumption 
that the evening hours as well as 
the early morning and noontime 
periods are his best bets during 
the week. Saturday, Sunday and 
holidays obviously offer more lati- 





Chrysler Shifts 
Northwest Office 


PORTLAND, Ore.—Transfer of 
the headquarters office of the 
Chryuler division of Chrysler Corp. 
from Seattle to Portland is an- 
nounced by Stewart W. Munroe, 
general sales manager. 

Porter T. White, regional man- 
ager at Seattle for the last two 
years, will be in charge of the new 
Pertland offices in the Terminal 
Sales building. The region em- 
braces Oregon, Washington, Idaho 
and Montana. 





tude in the hour chosen to reach 
the ear of the male listener. 

The next item, says Betteridge, 
for the dealer who wants to get 
most out of his radio advertising 
dollar, is to set up a budget. The 
budget, he says, should provide for 
a minimum of 13 weeks of broad- 
casting, on a schedule of not less 
than two days weekly for pro- 
grams, or three days weekly for 


annou ts. 


The need for more or less fre- 
quency is best determined by the 
size of the market and the sta- 
tion or stations being used. Gen- 
erally, the smaller the station the 
greater the frequency should be 
to attain worthwhile results. 

For instance, dealers have used 
as few as two announcements 
weekly on network affiliated sta- 
tions in metropolitan areas with 
much apparent success, especially 
where they have had spots close 
to topflight shows. 

On the other hand, it is doubtful 
that a schedule of only two an- 








nouncements weekly would justify 
the money spent on a small inde- 
pendent station. 
« . * 
Te. says Betteridge, brings us 
to the matter of choosing a sta- 
tion, which, like in all things, is, 
more difficult where there is a! 
greater selection. The station or | 
stations chosen should, of course, 
thoroughly cover the area that the 
dealer is interested in reaching. 
Too often dealers have attempted 
to do an advertising job on a sta- 
tion that only partially covers the 
market in which the dealer is op- 
ating. 

The other extreme is the use 
of a station that covers a vastly 
greater area than that in which 
the dealer is interested. Waste 
coverage is all right as long as 
the dealer is not paying for it. 

And then comes the all-important 
choice of material that is pre- 
pared to sell rather than copy that 
has been written merely to use the 
time which has been so carefully 
selected and purchased. 

When you finally get the ears of 
the radio audience, then you've got 
to be right on the beam with your 
selling message. 


Others are profiting from AN Want 








Ads, why not you? See inside backcover. 





STEWART-WARNER electronic wheel balancer, shown for the first time at the ASI 


show in Atlantic City, was termed one of the few really new 


balancer and new lubricating equipment was 


devices exhibited. The 
in the 





OPA Gouge Suit 
Is Adjourned 


HARTFORD, Conn.—vU. 8S. Judge 
J. Joseph Smith has adjourned in- 
definitely the case of the federal 
government against a Manchester 
motor firm which OPA has charged 
with selling a new automobile for 
$1,000 over the ceiling price. 

The defense charged the OPA 
investigating agents with “delib- 
erate entrapment” in connection 





with the case. Hellen A. Holbrook, 
who with W. Alexander Cole, both 
of Cole Motors, was charged with 
price ceiling violations, testified 
that the license plates and the reg- 
istration were snatched from her 
hand and the automobile taken 
away without permission of the 
purchaser, Erwin Surell, of Man- 
chester. 





Want to buy or sell new or used 
cars? Classified Want Ads see inside 
back cover? will solve your problem. 
star Want Ad Dept., inside back cover. 





This channeled ZWUMWM floor* 


eliminates over 


Alcoa Aluminum 


Note how the wood racks, which are hinged — 
at the sides, are lifted during deaning. 





figures prominently in 
Consolidated Freightways’ truck ond 
trailer body building program. 
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Engineer Claims 
Delaware Roads 
Need $5 Million 


WILMINGTON, Del—More than 
$5,000,000 “at prewar prices” must 
be spent by Delaware on highway 
construction and maintenance be- 
fore its highway system will be 
in normal operating condition, ac- 
cording to W. W. Mack, retiring 
chief engineer of the Delaware 
state highway department. 

Nearly $5,000,000 in federal funds 
for highway construction and im- 
provement is available for Dela- 
ware, but it must be matched dol- 
lar for dollar by the state, Mack 
pointed out. 

Where the state will obtain rev- 
enue for matching federal aid for 
postwar highway construction will 
be one of the issues confronting 
the 1947 Delaware legislature. A 
proposed highway bond issue was 
rejected by the Delaware lawmak- 
ers in 1945. 


Wilen Opens Station 
H. O. Wilen Motors (Pontiac), 
Puyallup, Wash. has opened a 











large service station across the 
street from its present quarters. 


4 Ye noe 
‘si oy 





NEW GILLETTE TIRE DEALER FRANCHISE will incorporate distribation of se- 
automoti At this Detroit meeting, 


ve specialties. 


L. KE. Luse, business development manager; R. 
R. Powell and T. 


HH. ©. McDermott, sales manager; M. 


a 


a li 





sales representati 

B. Frye, central 

©. MacMahan jr., R. M. 
products. 


Hollingshead Corp., and F. W. Lewis, merchandise manager of allied 





Allen Steps Up 
Padding Output 


DETROIT. — Sidney J. Allen, 
president of Allen Industries, Inc., 
has announced the start of full pro- 
duction of the company’s new Allen- 
flex rubberized hair padding for 
automobile seat cushions and arm 
rests. 

Demand for the new padding far 





exceeds production capacity and 
the company already is planning 
expansion of its new manufactur- 
ing facilities here, he said. 


Walsh Files Bankruptcy 
A voluntary bankruptcy petition 
has been filed in U. 8. District 
court, Buffalo, N. Y., by Jim Walsh 
Motor Service Inc., 129 Goodell St., 
Buffalo, listing liabilities of $26,395 
and assets of $4,951. 











AUTOMOTIVE NEWS, DECEMBER 23, 1946 


On Wall Street... 


Strike Rash 
By Finance 


By Dana Stuart 

Staff Correspondent 
NEW YORK. — Although dis- 
turbed somewhat by organized la- 
bor’s demands for large wage in- 
creases in various industries, Wall 
Street believes there is less chance 
for disastrous strikes this winter 
than last. One basis for this belief 
is widespread opinion that the cost 





+Jof living will turn downward this 


winter, particularly after the 
Christmas demand for goods has 
been supplied. 

Also contributing to the reduced 
fear of prolonged strikes in vital 
industries is the belief, at least in 
financial quarters here, that the 
wiser heads among the labor lead- 
ers will refrain from action that 
will cause public opinion to force 
Congress to pass legislation placing 
curbs upon unions. 

In financial circles, where the 
income accounts and balance 
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METROPOLIS of the 


Fp high up in Seattle skyscrapers 
you can see great ships of sea and 
air bound for the Orient and Alaska. 
Around you is a pioerene of great 


buildings, thousan 


of homes, streams 


of trafic—the signs and sounds of a 
Great City. Railroads serving Seattle 
will soon have swift new streamlined 


trains. 


Airlines are adding more big- 


ger, faster planes to the East, Alaska, 
and the Orient. Seattle ranks among 
America’s first 15 markets. City zone 


ano 


population is over half a million, with 
ther quarter million within 20 


miles of downtown Seattle. 








Dnth Qik | 





The SEATTLE TIMES is Seattle’s Favor- 
ite newspaper . . . by all odds the number 
one’ advertising medium in this great city 


/ 


‘ 


Represented by: O'MARA & ORMSBEE, Inc. « NEW YORK + CHICAGO + DETROIT + LOS ANGELES +» SAN FRANCISCO 


Doubted 
Leaders 


Stock Price Averages 
Latest 





Presed’g Year 

Week Week Age 

10 cars, trucks ... 32.15 32.85 41.50 
10 parts, access. 33.20 33.40 45.45 
5 tires, rubber 57.60 59.10 62.00 
25 automotives 39.20 40.50 48.64 





studied, there is confidence that 


as automotive and steel have not 
been excessive. 

On the contrary, it is felt they 
can be shown to have been, on the 
whole, short of a fair return on 
capital invested. 

Earnings of some of the con- 
sumer goods industries and some 
retail organizations have been 
large, it is admitted, because of 
the large funds in the hands of 
consumers generally and the fact 
that the more durable goods such 
as automobiles and household ap- 
pliances have not been available in 
volume sufficient to fill the de- 
mands. 

Strikes and other work stoppages 
have contributed largely to this sit- 
uation, thus penalizing the indus- 
tries which have been forced by 


to reduce their losses on the small 
volume of goods they have been 
able to produce. 

Although financial hcuses gener- 
ally are advising investors to be 
cautious in making investments at 
this stage of the game, they are 
not opposing the purchase of the 
shares of well established automo- 
tive companies where such stock is 
to be held for the long term. 

They still advise, however, 
funds be held back 
at lower prices 
t the market goes lower 
the turn of the new year, 
¢ that still is quite 


expected. 

Here is the way Washington 
Dodge of Roberts & Co. sums up 
the situation: “I think the selling 
since midsummer has brought the 
stock market to levels below those 
justified by conditions likely to pre- 
vail toward the end of 1947. For 
that reason I believe that some 
time next year we will see prices 
considerably higher than at pres- 
ent.” 

In line with many other com- 
mentators, however, Dodge does 
not write off the possibility that 
prices may go lower in the mean- 
time. 


U. C. Sales Lead 
New Cars by 
3-1 in D. C. 


WASHINGTON. — Automotive 
statistics of the Washington Auto- 
motive Trades Assn. show that cer- 
tified used-car sales in the District 
of Columbia for 1946 outnumbered 
new-car sales for the same period 
by 3 to 1. 

Of 58,051 total sales for the year, 
44,035 used cars were sold as 
against 14,016 new cars. October 
was the highest month to date, 
during which there were 2,634 new- 
car sales and 4,551 used-car sales. 

July was high month for record- 
ing of liens with a total listing of 
2,819 as part of the year total of 


att 
ene 








General Tire Dividends 

AKRON.—General Tire & Rub- 
ber has declared the following reg- 
ular quarterfy dividends: $1.0625 
per share upon the $100 par value 
4% percent preferred stock, $0.9375 
per share upon the $100 par value 
3% percent preferred stock, and 
$0.8125 per share upon the $100 
par value 3% percent second con- 
vertible preferred stock. 


Herold Joins I-J 
George Herold, veteran Seattle 
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What Maggie wants most What Stinky wants most What Hubert wants most 
is a permanent... is a set of traps... is a mustache... 





What Vivian wants most| 
is a few more pounds... 


Wider distribution, better dealers, stronger brand preference, greater 
dealer support, more sales—if advertising can help you get more of 
what you want in Chicago, you get it faster, with greater economy and 
effectiveness, when you build your promotion around the Tribune, the 
Chicago newspaper more people read and want. 

Every day of the week, the editorial attractions of the Tribune win for 
this newspaper the close attention of the people who account for the 
bulk of the automotive, home appliance and “big unit” product sales 
made in Chicago and suburbs. 

On weekdays, the Tribune sells from 530,000 to 765,000 more 
copies than other Chicago daily newspapers. On Sundays, it sells from 
350,000 to 1,030,000 more than other Chicago Sunday newspapers. 

The Tribune is the one Chicago newspaper which can give your mes- 
sages the equivalent of majority coverage of all the families in Chicago 
and suburbs. In addition, its circulation thruout the five central states in- 
cludes the leading families and key dealers whose influence helps set 
the pace for their communities. 

The willingness of dealers to get behind Tribune-promoted products 
grows out of years of familiarity with the Tribune's ability to move 
merchandise in sustained, profitable volume. 

To get more of what you want in Chicago, build your promotion 
around the Tribune—the Chicago newspaper more of your best cus- 
tomers and prospects read and want. Rates per 100,000 circulation 
are among America's lowest. 


Stronger brand preference? 


What do you want 
most, Mr. Advertiser? 





You get more of what you want in Chicago 
when you build your promotion around the 


Chicago Tribune 





ORE new passenger cars were sold in Cook County (Chicago) 
in pre-war years than in any other county in the Un'ted 
States. In this top market, the Tribune is the only newspaper which 
delivers the equivalent of majority coverage of all the families. 


October average net paid total circulation: Daily, Over 1,100,000 — Sunday, Over 1,500,000 


MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST 3 MARKETS GROUP, AND METROPOLITAN SUNDAY NEWSPAPERS, INC. 
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Auto Personnel 


Looney Succeeds Kent 


In L-O-F Research Post 


Gordon M. Looney, active in the 
sales department of Libbey-Owens- 
Ford Glass since 1929, has been 
named director of distribution re- 
search, effective immediately, ac- 
cording to G. P. MacNichol jr., 
vice-president in charge of sales. 
He succeeds Gerd H. Kent, who has 

to become director of 
commercial research with Koppers 
Inc., Pittsburgh. Kent has 
been with the company three years. 

He joined L-O-F as sales repre- 
sentative in Kansas City in 1929 
following his graduation from Har- 
vard School of Business Adminis- 
tration. Later Looney became man- 
ager of the Denver district and in 
1940 went to Seattle where he 
served as district manager for four 
years. The last two years he has 
been assistant director of distri- 


bution research. 
+ + + 


Devoe & Raynolds Appoints 
Soday Research Director 


Announcement of the appoint- 
ment of Frank J. Soday as research 
director at the central research 
and product development labora- 
tories of Devoe & Raynolds Co, 
Inc., New York, has been made by 
Elliot Phillips, president. Among 
his many important assignments 
in the field of organic chemistry, 
Soday was technical director of 
the Copolymer Corp., in charge of 
the technical operation of the 
plant operated for the Rubber Re- 
serve Co. at Baton Rouge, La. His 
research and development work in 
organic chemistry has led to 100 
patents being issued in his name, 
with applications pending on some 
200 additional ones. 

* * 


Walker Names Prime 


Director of Engineering 

The Walker Mfg. Co. of Racine, 
Wis., has announced appointment 
of N. S. Prime as director of en- 
gineering. 

Prime will represent manage- 
ment in the direction of the com- 
pany’s engineering program on its 
line of exhaust systems, jacks, lifts 
and other automotive accessories. 
Working with Prime will be Gun- 
nar Jensen, chief engineer of the 
Walker plant in Racine, and Wal- 
ter H. Powers, chief engineer of 
the company’s Jackson, Mich., 
plant. 

+ 


” - 
Muskegon Piston Ring Adds 
Jackson to Detroit Force 

A. Verne Jackson has joined the 
Muskegon Piston Ring Co. as a 
sales representative in the Detroit 
office in the New Center Bldg., ac- 
cording to a company announce- 
ment. 

Jackson has had broad experi- 
ence in automotive and industrial 
engine design. For 13 years he was 
a@ project engineer in Chevrolet's 
central office. Prior to that he was 
— engineer of Hinkley Motors, 

c. 


* ~ * 
Fafnir Bearing Names Page 
To Distributor Sales 

Raymond M. Page has been 

named manager of distributor 
sales for the Fafnir Bearing Co., 
New Britain, Conn., succeeding 
Stanley M. Prior, who died Oct. 22. 
Page joined Fafnir in 1929 after 
being with the sales departments 
of Ross Gear & Tool Co. and the 
Roller Bearing Co. of America. 

+ . - 


Ford Picks Ellis to Handle 
Purchase of Paint Products 


Charlies T. Ellis, former factory 
manager for the Acme White Lead 
and Color Works in Detroit, has 
been named to direct all purchases 
of paint, paint raw materials, pe- 
troleum products, pigments and 
oils for Ford Motor Co., Albert J. 
Browning, vice-president and di- 
rector of purchases, announced 
last week. 


* + * 


Suhr Succeeds Arnold 


In Ford Personnel Shift 


Cyril H. Arnold, assistant district 
manager of Ford Motor Co. at Far- 


go, N. D., has been transferred to 
St. Louis in the same capacity, it 
was announced last week. Named 
to succeed Arnold is Willard G. 
Suhr. 


* * * 


Truncali Will Manage 


Schrader’s Export 
A. Schrader’s Son, manufacturer 
of pneumatic valves and a division 
of Scoville Mfg. Co., announces the 
appointment of Paul as 
its manager of export sales. 
During the war, Truncali served 
the Brooklyn toncern as supervisor 
of allocation. More recently he has 
been a special assistant to the sales 
manager, G. A. Drew. 
+ « * 


Swogger Named Manager 
Of Speco Export Division 
Appointment of Ross W. Swog- 
ger as export manager of Speco, 
Inc., Cleveland manufacturer of 
automotive, household and indus- 
trial chemicals, is announced by 
Jules Vinney, president. 


Prior to joining Speco, Swogger 





Mfg. Co., Cleveland. Coincident 
with Swogger’s appointment, Vin- 
ney announced the opening of new 
export sales offices at 15017 Detroit 
Ave., Cleveland. 

* * 
Ford Names McNamara 


To Planning Position 
Appointment of R. S. McNamara 


as assistant director of planning 
for Ford was anno week 
by L. D. Crusoe, vice-president and 
director of planning and control. 

McNamara left his post as pro- 
fessor of business administration 
at Harvard graduate school during 
World War II to join the statisti- 
cal control section of the Army 
Air Forces. He reached the rank 


of lieutenant colonel and was 
awarded the Legion of Merit. 
+ > = 


Seiberling Promotes Leedy; 


Kalligren Gets His Post 

The appointment of Arthur A, 
Leedy as director of engineering 
for Seiberling Rubber Co. has been 
announced by H. P. Schrank, the 
company’s vice-president in charge 
of production. 

J. E. Kaligren, formerly a project 
engineer for U. 8S. Rubber Co. in 
New York, was named chief engi- 
neer of the Seiberling Barberton, 
O., plant, to fill the vacancy cre- 
ated by Leedy’s promotion. 

et * 


Ward Is Appointee 

Howard O. Ward has been ap- 
pointed to the Department of Com- 
merce’s office of international 
trade in Detroit, it was announced 
last week by William T. Hunt, dis- 
trict manager. 

* e + 

Pennzoil Names Sheldon 

Norman Sheldon has been named 
branch manager in Portland, Ore. 
for Pennzoil Co. He succeeds Bruce 
M. Doherty, who resigned to direct 
his own equipment business in 
Portland. 


by 


FRANK X. LEYENDECKER 
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The Other Side of the Picture 
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By Fred Kempf 
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Reading to Head 
Wash. Safety Unit 


SEATTLE.—Arnold Reading, of 
Winthrop Motor Co. (DeSoto-Plym- 
outh), Tacoma, Wash., has been 
named chairman of the Inter-In- 
dustry Committee for the state of 
Washington by L. W. Slack, vice- 
president and general manager of 
Packard, who heads the national 





movement to study and improve 
safety, traffic and parking prob- 
lems. 

Members of the committee in- 
clude E. K. Armstrong of Arm- 
strong Motors (Pontiac), Olympia; 
Wm. O. McKay, of Wm. O. McKay 
Co. (Ford-Lincoln); A. E. Horn jr., 
General Petroleum Corp.; 8S. E. 
Stretten, Standard Oil; W. P. Mc- 
Glunn, Goodyear Tire & Rubber 
Co., and W. B. Anderson, United 
States Rubber Co., all of Seattle. 





Insurance Rates Hiked 


6 Percent in Mass. 

BOSTON.—Massachusetts Insur- 
ance Commissioner Charles F. J, 
Harrington has affirmed a previ- 
ously announced schedule of state 
compulsory automobile rates which 
will call for a 6 percent boost in 
1947 for pleasure cars. 
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Dewey Forecasts No Boost 


In N. Y. Taxes in °47 

State taxes will not be increased 
by the 1947 New York state legis- 
lature, even though the 1947-48 
state budget will be substantially 
larger than the current budget, it 
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has been predicted by Gov. Thomas 
E. Dewey. 

Gov. Dewey revealed he would 
recommend continuation of the 50 
percent cut in personal income 
taxes and the 25 percent cut in 
business taxes, authorized by the 
1946 legislature. This will repre- 
sent a further saving to New York 
taxpayers next year of approxi- 
mately $123,000,000, he said. 

s = 


New Tax Recommended 


By Pa. Study Group 

Enactment of a state sales or 
income tax to finance increased 
school subsidies and teachers’ sal- 
aries has been by the 
executive committee of the Penn- 
sylvania State School Commission. 

The school commission, a legisla- 
tive agency, was granted a $50,000 
appropriation in 1945 to study the 
needs of Pennsylvania’s education 
system. The commission has 15 
members, including 12 members or 
former members of the state legis- 
lature. 


* * * 
Bill Banning Closed Shop 
To Be Pushed in Del. 


Measures to outlaw the closed 
shop and. compel unions to file an- 
nual financial statements similar 
to those required of corporations 
are being considered by Republi- 
can legislators for introduction in 
the 1947 session of the Delaware 
legislature. 


The bill to outlaw the closed shop 
in Delaware, it was reported, will 
be modeled on a similar measure 
now effective in Florida, while the 
measure calling for annual finan- 
cial statements from unions would 

law just 
ts. 


Hi-Y Assent 
Mock N. Y. Assembly OK’s 


Inspection Measure 
The New York State Hi-Y as- 
sembly which met in Albany re- 
cently passed a bill to provide for 
compulsory semiannual inspection 
of motor vehicles. The bill was in- 
troduced by Anne Fribley, daughter 
of Carl E. Fribley of Norwich, 
president of the New York State 
Automobile Dealers. 
The bill permits the state motor 
vehicle commissioner to license any 
reliable automobile dealer, service 
station or garage owner to act as 
inspector at a fee of approximately 
$10. Charge for ins ion would 
be 50 cents. 
The Hi-Y assembly also passed 
a bill lowering the age for obtain- 
ing a driver’s license from 18 to 
17 years. Another bill calling for 
the reexamination of any person 
involved in four traffic violations 
was also passed. 


Gill, Firkin Chartered 


As Wisconsin Dealers 

Gill Garage, Inc., Madison, Wizs., 
with a capital stock of 500 shares 
at no par value, is incorporated 
to deal in auto sales and service. 
Incorporators are Chester L. Gill, 
Robert B. Murphy and Perry J. 
Armstrong. 

Firkin Motor Sales Co. Green 
Bay, Wis., is incorporated to oper- 
ate a general garage business with 
capital stock of 250 shares’ at $100 
per share. Incorporators are Ed- 











ward W. and Margaret T. Forkin 
and William F. Morris, 
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Nelson Chevrolet Picks 
Faulkner for Top Post 

Fred L. Faulkner, former man- 
ager of the automotive department 
of Armour & Co., has been named 
vice-president and operations man- 
ager of Nelson Chevrolet Sales Co. 
Inc., Chicago. 

Faulkner is a former vice-presi- 
dent of SAE and served during 
the war as chairman of the ODT 
truck rationing appeal board. He 
was also regional maintenance con- 
sulatant of opr. : 


Cleveland Area Ford Dealers 


Modernize Parts Departments 

Ford dealers throughout Cuya- 
hoga county are enlarging their 
ae departments. Latest to do so 

the Heights Motor Sales of sub- 
urban South Euclid in Cleveland. 

Don and Harold Reynolds, broth- 
ers and partners in the dealership, 
have spared no expenses in the new 
department which offers a larger 
and more balanced stock of parts 
in large bins, with a card-index 





system making possible quick 
checking by servicemen of car 
needs. Jack Twohig heads the parts 
department and Ray Moyer is ser- 
vice manager. 

Other Ford ,dealers who have 
modernized their parts department 
include Murkad Inc., Leo Grabski 
Co., Doraty Motors, Inc., Ralph Mc- 
Clurg and West Side Auto Sales. 

- * 


McKenzie Fetes 
Ford Dealer in Long Beach 
Marks 41st Birthday 

Freeman A. McKenzie, one of the 
oldest automobile dealers in the 
United States, his celebrated his 
forty-first anniversary in the auto 
business. Many top-ranking officials 
from the Ford Motor Co. were 
present at a gala open house held 
at the McKenzie’s Long Beach 
(Calif.) dealership. 

McKenzie offers one of the most 
complete repair shops in Long 
Beach with more than _ 100,000 


é. 
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can accommodate between 75 and 
100 cars at one time. 

McKenzie, whose franchise was 
signed in 1912, estimates he has 
sold more than 50,000 new and used 
cars during his career. 

* * + 


2 Dodge-Plymouth Dealers 


Named in Tacoma Area 


Two new Dodge-Plymouth deal- 
ers have been appointed in the 
Tacoma (Wash.) area and both 
have erected new buildings for 
their sales and service. 

Munson-Smith Motors is the new 
South Tacoma dealer, with Ed 
Munson and Albert Smith as part- 
ners. The new building represents 
a $130,000 investment and covers 
28,000 square feet. Other officers 
include George Yates, service su- 
perintendent; Sam LeCrone, parts 
manager, and Don Munson, service 
foreman. 

The other appointee is B-Y Mo- 
tors, Puyallup, which has erected 
a $65,000 home on Meridian Ave. 
Partners are Clarence Young and 
J. 8. Bruce. 


* * e 
Permit for $81,000 Building 


Given El Paso Motor 
An $81,000 building permit has 





square feet of floor space which 


THE NEW QUARTERS 
John A. Dermody is head 


‘of Dermody White 
of rship. 







Truck Co., 2910 8. Cedar St., Lansing, 
In Harvester for 


several years in sales and sales supervision work in the Michigan territory. Later he was 
assistant superintendent of Coralena Oil Co., Tulsa, Okla., using trucks in the drilling 


of ofl wells. 





been issued to El Paso Motor Car 
Co., the New Mexico-West Texas 
dealership for Kaiser-Frazer, for 
construction of a one-story brick 
building at 1326 Texas St. 

The building will be 120 feet by 
150: feet, and will have a service 
department entrance on Newman 
St. The repair department will be 
housed in the basement. Joe Good- 
ell, president, has estimated the 
overall cost of the building and 
furnishings at $135,000. 

+ * * 


Olds Firm in Corpus Christi 


Buys 3 Lots for Home 
Public Motors, Inc. (Oldsmobile) 
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has purchased three lots in Corpus 
Christi, Tex., for $32,000 on which 
the firm’s new home will be con- 
structed as soon as building condi- 
tions permit, Charles E. Galland, 
vice-president, announced. 

Plans for construction call for a 
three-story steel and concrete 
building. The three floors will be 
connected by ramps and the first 
floor will be used for display, parts, 
sales and office departments. The 
second floor will house the repair 
department and the third floor the 
paint and body department. 

> . * 


Good Neighbor 
Salem Hails Chevrolet Dealer 


For Aiding Competitor 

Citizens of Salem, Ill., have hon- 
ored V. A. Williams, Chevrolet 
dealer, by nominating him as the 
“good neighbor” 
of the city for 
his unselfish as- 
sistance to a com- 
peting Ford deal- 
er whose place of 
business was de- 
stroyed by fire. 

Immediately 
after the fire, 
Williams offered 
to turn over part 
of his own estab- 
lishment to his 
competitor and furnished tools and 
office equipment which enabled the 
dealer to keep 20 employes on the 
payroll. 

More than 300 residents of Salem 
attended ceremonies at which Wil- 
liams was praised as an outstand- 
ing citizen and good neighbor and 
presented with a pen and pencil 
set. 





Vv. A. Williams 


. 
Brown Made Sales Chief 


Of Reising in Cincinnati 

H. E. Brown, who has been con- 
nected with the Nash Motor di- 
vision in Cincinnati as assistant 
zone manager for the past three 
years, has been appointed sales 
manager of John (Babe) Reising 
(Nash), 2358 Gilbert Ave. 

Brown entered the automotive 
field in 1926 and spent 16 years 
with General Motors before going 
with Nash. 

* ~ + 


Gilbertson Chevrolet Opens 


In Melrose, Wis. 


Gilbertson Chevrolet, Melrose, 
Wis., has held its formal opening. 
C. F. Gilbertson is owner. Gilbert- 
son has been a dealer for 15 years. 
On the opening day, free lunch 
was served the visitors. 

* - * 


New Dealership Under Way 
For Mason Chevrolet 


Mason Chevrolet Sales Co. 
owned by C. BR. Mason, Brodhead, 
Wis., is building a new dealership 
because the present location must 
be vacated shortly. 

Until the new structure is com- 
pleted, the contractor is preparing 
temporary quarters. The new build- 
ing is to be 50 by 97 feet. Don Col- 
lins is service manager. 

. - * 
Son Returns 


F. M. Davis, of Davis Chevrolet 
Co., Bismarck, N. D., celebrated 
his twenty-first anniversary as a 
Chevrolet dealer by welcoming his 
son Duane into the dealership. 
Duane received his discharge after 
nearly four years in the armed 
services, Another son, William, is 
also a partner in the dealership. 


Charter Poole Motor 

The secretary of state has issued 
a charter to Poole Motor Co., Jack- 
sonville, Ill. Incorporators are C. O. 
Poole, Sybil M. Poole and Floyd E. 
Cox. The firm will conduct a gen- 
eral automobile, garage and ser- 
vice business. 
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Bantam Appoints Outlet 


For Southern Jersey 

Francis H. Fenn, president and 
chairman of American Bantam Car 
Co., Butler, Pa. reports the ap- 
pointment of the Security Trailer 
Corp., West Collingswood, N. J., as 
distributor of Bantam Supercargo 
truck trailers in southern and cen- 
tral New Jersey. 

John R. Phillips is president of 
Security Trailer and C. W. Ander- 
son is vice-president in charge of 
sales. The organization is located 
at 714 Crescent Blvd., West Col- 
lingswood, just outside of Camden. 

> - * 


Nod to Workers 
Wallworks Ad Expresses 


Anniversary Thanks 


Marking his 25th anniversary as 
a Ford dealer in Fargo, N. D., W. 
W. Wallwork used three pages in 
the Fargo Forum to express his 
thanks to his employes and cus- 
tomers. 

The ad also included a congratu- 
latory telegram from Henry Ford 
II and photos of the dealership’s 
staff and facilities. 

Wallwork points out that the 
firm’s annual payroll has grown 
from $10,500 in 1921 to $376,000 this 


year. 

“We appreciate your loyalty and 
patronage which have built our 
business and this is our way of 
saying a friendly thank you,” the 
ad states. He was president of the 
Minnesota Automobile Dealers 
Assn. in 1935. 


7 s * 
Russ Named K-F Dealer 
In Hackensack, N. J. 
William Russ, former sales man- 
ager for W. H. Peters (Cadillac), 
Hacksensack, N. J., will occupy 


space in the I. B. Gelber building 
as a dealer for Kaiser-Frazer cars. 
o 


Birthday 
George M. Sutton Celebrates 
25th Year As Dealer 


A full-page newspaper acknow!l- 
edgment of a quarter century of 
“pleasant association with the Ford 
Motor Co.” was George M. Sutton’s 
way of celebrating his 25th year as 
a Ford dealer in Inglewood, Calif. 

The acknowledgment ran in the 
Inglewood Daily News on the eve 
of the dealership’s silver anni- 
versary. 

= * . 


Lowrie Quits Nash Frisco 
For Own Dealership 
Announcement that Bob Lowrie 
has left the Nash zone office in San 
Francisco to open his own sales 
and service headquarters for Nash 
in Sacramento, Calif., has been 
made by Roy Bolt, San Francisco 
regional manager. i 
Beach, Huber Form 
Dealership in Kenosha 
Kenosha Ford, Inc., has been 
formed at Kenosha, Wis., by Wal- 
lace and Mary Wolf Beach and 
Richard Huber. A capital stock of 


500 shares at $100 each par value 
has been authorized. 
” * 


Increase Capital Stock 
Of Two Wis. Firms 

River Falls Motor Co., River 
Falls, Wis., has increased its cap- 
ital stock from 200 shares at $100 
each par value to 300 shares, same 
value. Kapus Garage, Inc., Superior, 
Wis., made an increase from 150 
shares at $100 per share to 500 
shares, same value. 

a7 = « 

Forstrom (Mercury-Lincoln ) 
Organized in Superior 

A new auto dealership has been 
formed at Superior, Wis., known 
as Forstrom Motors, Inc., for the 
sale of Mercury and Lincoln cars. 
A service and repair department 
has been installed. Adrian Fort- 
strom is the owner. 

- s . 


Lyle Buick Co. Reports 
Capital Stock Increase 


500 shares class B stock at $100 
each, to 416 shares of class A com- 
mon at $100 each, 500 shares of 
class B at $100 each and 500 shares 
of 5 percent cumulative preferred 
stock at $100 per share. 

* * . 


Air Deliveries 
Evans Using Aircraft 


To Speed Service 


WICHITA, Kans.—Evans Motor 
Co., which has opened one of the 
largest Dodge truck sales and ser- 
vice facilities in this area, now has 
a new Cessna Model 140 aircraft 
for rapid delivery of wholesale 
parts to fleet truck owners and for 
answering emergency needs. 

In addition, the aircraft will be 
used to fly Evans executives on 
important business trips. 

Evans recently threw open its 
doors to John Q. Public, inviting 
inspection of its new truck sales 
and service setup which is under 
the management of K. G. Van 
Nortwick. 


Evans, executive vice-president and 
general manager; E. S. Van Ars- 


After Facts 
Crisconi Finishes 


Housing Tour 


John P. Crisconi, president, Phil- 
adelphia Motor Car Co. (Oldsmo- 
bile), recently completed an air 
tour of five cities as a member of 
the five-man board of the Phila- 
delphia Housing and Redevelop- 
ment Authority. An air tour took 
him to Indianapolis, Cleveland, De- 
troit, Chicago and Milwaukee. 
Facts gained on the trip, he said, 
will assist the board materially in 
planning for the betterment of 
Philadelphia. 

+ 


* a 
Reed-Merrill Opens 

New Shop in Superior 
Reed-Merrill, Inc. (Ford), Supe- 
rior, Wis., has completed a new 
building across the street from the 
main salesroom, for mechanical 
service on Ford cars and trucks, 
permitting the firm to tee 














Others of the company are Cari 


guaran 
24-hour service. Ford trucks, Ford- 


Ferguson tractors and power farm 
machinery will also be housed in 
the new building. 

* * 


Gates Honored 
An ovation for his leadership in 
directing an over-the-top 
nity Chest drive in South~ Bend, 
Ind., was extended to L. O. Gates, 
Chevrolet dealer, by 350 campaign 
workers at a victory celebration in 
the Indiana Club. 


Two Sons Return 
G. L. Hight jr. and Charlies Hight, 


Commu- 





by 
(Oldsmobile), Superior, Wis. Com- 
plete units of motor testing and 
repair service were installed re- 
cently 





freshened like new with 





class A at $100 and 


WG 740 
On CH Style 


To add the ultimate note of luxury styling to the 
brilliant ’°47 models, many dealers are specifying 
_canda cloth upholstery. 


For this richly piled fabric, with its handsome 
weaves and attractive colors, is a major item of car style itself. 
That’s why, season after season, it is chosen to 
grace many of the finest motorcars of their class. 


Besides its style and beauty, canda cloth has unusual ability 
to retain its good looks for a long, long time. It is 
woven to wear beautifully and its luxurious sheen 
lasts to the very end. 


Should canda cloth become soiled it can easily be 


simple soap and water — 


either by the car owner himself, or in your shop. 


So why not do your car customers a favor? Why not 
insure your prestige for quality cars? 
Get canda cloth on the cars you order. 
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Vehicle Tax Set 
By Wash. State 


OLYMPIA, Wash.—The state tax 
commission last week announced 
motor vehicle excise tax fees for 
$25.25; 
Kaiser, $23.25; Studebaker Cham- 
pion, $18.25; Studebaker Comman- 





der, $22.35; Willys Jeep, $15.50, and 
Willys station wagon, $19. 

New charges on 1946 models run 
from $13.25 for a Chevrolet to $47.50 
for a Lincoln; '42 models from $4.50 
for a Crosley to $32 for a Cadillac 
series 75 or a Lincoln, Fees for °41 
and earlier years remain generally 
unchanged. Owners of motorcycles 
will pay a top of $6.50 ($8.25 with 





side car); motor scooters, $3.25, and 
motor bicycles, $1.50. 


Reckner-W illiams 


Reckner- Williams Motor Co. 
(Chrysler), Richmond, Ky., has 
moved into a new building featur- 
ing improved facilities for service 








and repair work. 





Demand Scaled Down 


Potential Market of 4,500,000 to 6,500,000 Cars 
In ’47 Predicted by Chicago Bank 


CHICAGO.—A potential demand 
for between 4,500,000 and 6,500,000 
new cars in 1947 is estimated by 
Northern Trust Co. here. 


Conceding that other estimates 
have been as high as 12,500,000, the 
bank bases its reduction of the 
widely-held higher potential de- 
mand on an analysis of income 
factors. The maximum figure will 





Barium Steel Acquires 
Bayonne Bolt Corp. 

NEW YORK.—The Barium Steel 
Corp. has announced the acquisi- 
tion of full.control of the Bayonne 
Bolt Corp., Bayonne, N. J., pro- 
ducers of bolts, nuts, rivets and 
similar steel products, 

The acquisition is in line with 
the Barium Steel policy of estab- 
lishing a coordinated steel produc- 
ing and manufacturing organiza- 
tion operating in varied branches 
of the steel industry. 
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oo” . . . and that’s what The Times-Picayune New 

Orleans States achieves for you! Delivers your mes- 
sage into 9 out of 10 New Orleans homes . . . PLUS 
100 thousand trade territory homes. 


Nine TIMES out of 10, New Orleans . . . FIRST in 
sales and buying power among “Deep South” cities 
(Sales Management 1946), is a target you can hardly 
afford to miss with your advertising! Go ahead... 
Shoot! You'll score YOUR bull’s-eye in acceptance 
and sales! You can't miss! 
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ABC Publisher’s Statement 3 Months Ending March 31, 1946 


stand only if high level incomes 
are maintained, it claims. 

The bank states that “if wages 
have another abrupt increase, as 
the unions appear to intend they 
should, prices must of necessity rise 
further, unless the wage increase 
is matched by higher man-hour 
output. 

“The important question for the 
companies and for the auto work- 
ers is whether, as a result of high- 
er costs and prices, the potential 
market for cars may be reduced 
significantly.” 


U. C. Dealers 
Face Loss on 
Stolen Cars 


OKLAHOMA CITY.—A number 
of Oklahoma City used-car dealers 
who unwittingly purchased stolen 
vehicles from a ring operating in 
five states, stand to lose the money 
invested in these cars, Vince Mon- 
crief, police stolen goods detective, 
announced last week. 

“We have a record of approxi- 
mately 50 automobiles which have 
been stolen and sold with fake 
titles in Oklahoma, Texas, New 
Mexico and California,” he stated. 
Se We are uncovering more every 

y.” 

Under Oklahoma law, the person 
who purchased the automobile from 
the thief must stand the loss and 
in many instances the automobiles 
recovered here were sold to used 
car dealers first. 


K-F Export Head 
Hails South Africa 


WILLOW RUN, Mich.—The best 
overseas market for American 
automobiles under existing import 
license and dollar exchange re- 
strictions is the Union of South 
Africa, Harry D. Dodge, president 
of Kaiser-Frazer Export Corp. and 
Graham-Paige International Corp., 
declared last week. 

Dodge described other leading 
overseas markets, in order of their 
current sales potentialities, as Ar- 
gentina, Sweden, Portugal and 
Switzerland. “Although they are 
making rapid recoveries, it will be 
many months before most of the 
war-ravaged countries of Europe 
are able to conduct normal im- 
port-export business operations,” 
Dodge, who recently returned from 
his second tour of European sales 
areas, said. 


AN Want Ads cost little—get results— 
why not use ‘em? See inside backcover. 
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Automotive advertising linage in 
newspapers set a high for the year 
in October with 4,479,828 lines, ac- 
cording to Media Records. 

Previous high in 1946 was 4,- 
046,002 lines in August. The Oc- 
tober linage was highest since 
the 5,362,646 lines in November, 
1945. 

Total newspaper linage also set 
a high for the year, with 165,013,- 
866 lines. 

October’s automotive linage was 
532,896 lines more than the 3,946,- 
932 lines of October a year ago. 


Magazine Parley 

A national conference of the 
magazine industry will be held in 
New York when the National Pub- 
lishers Assn. sponsors a two-day 
meeting at the Waldorf-Astoria 
Jan. 16-17. 

Walter D. Fuller, president of 
the Curtis Publishing Co. and of 
the association, has announced 
that this will be the most impor- 
tant meeting of magazine publish- 
ers since before the war. 


PR’s Choice 

Paul Gray Hoffman, chairman of 
the Committee for Economic De- 
velopment and president of Stude- 
baker, and Rob- 
ert S. Peare, vice- 
president of Gen- 
eral Electric Co., 
will be honored 
as recipients of 
the 1946 awards 
of the National 
Assn. of Public 
Relations Coun- 
sel, Inc., at a din- 
ner in New York 
Jan. 15. 





also celebrate the tenth anniver- 
sary of the association, which to- 
day boasts almost 400 top-flight 
public relations practitioners 
throughout the nation. 

Hoffman will be given the asso- 
ciation’s scroll presented annuatly 
to the man or woman “considered 
by members of the association to 
have made the greatest contribu- 
tion during the past year, through 
public relations, to the national 
welfare.” 

Peare will receive the scroll pre- 
sented annually to the individual 
“considered to have done most to 
improve the tecniques and appli- 
cation of public relations throvg? 
top-flight proficiency from the pro- 
fessional standpoint during the 
, past year.” 


Joke, Folks 

Studebaker plug in the 
Benny radio show: 

“People who live in Studebak- 
ers shouldn’t throw stones.” 


ANAN Attracts 


The Newspaper Representatives 
Assn. of New York invited execu- 


Jack 
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Auto Advertising Up 
..» Mag Meeting 
By Bob Finlay 


The dinner will | 
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tives of the American Newspaper 
Advertising Network to show the 
basic color slide ANAN presenta- 
tion at its monthly luncheon last 
week. More than 170 representa- 
tives attended, breaking all records 
for the association. 


Agency Changes Name 

Robert M. Ganger, 42, vice-presi- 
dent and director of Geyer, Cornell 
& Newell, has been made a part- 
ner of the firm, and the agency 
name will be changed to Geyer, 
Newell & Ganger, it was announced 
last week by B. B. Geyer, presi- 
dent. : 

Charles A. Brocker, formerly 
vice-president and media director, 
has been named vice-president in 
charge of operations of the agency. 

Ganger started with the agency 


; a8 an office boy in the Dayton (O.) 
office, Jan. 1, 1928. He is chairman 
of the New York Council of the 
American Assn. of Advertising 
Agencies, and a member of the 
AAAA's public relations and pub- 
licity committee. 

Brocker joined the agency as 
media director in 1943 and was 
elected a vice-president last March. 
He previously served as media di- 
rector for the J. Stirling Getchell 
agency, and the Deyer Enjinger 
Co. in Milwaukee. 


100th Birthday 

Town & Country marked its 100th 
anniversary last week. Promotion 
Manager Floyd W. Smith says the 
magazine was one of the first pub- 
lications to carry motor car adver- 
tising and during the last 50 years 
most of the big name cars and tires 
have appeared in its pages. 

The magazine is planning a pro- 
motion piece to be called “A Cen- 
tury of Advertising in Town & 
Country.” 


Names 
Meinzinger Illustrations, Inc., art 
studio in the General Motors build- 














ing, Detroit, has appointed a new 
illustrator, Bill Sully, former free- 
lance illustrator of New York. He 
specializes in tempra treatments. 


Appointment of S. E. Voran as 


Cleveland, is an- 
nounced by D. W. Holmes, general 


sales manager. 
George Benson has joined the re- 





search department of Geyer, Cor- 
nell & Newell, Inc., as a statisti- 
cian. Benson formerly was a sta- 
tistician for the Byrne Industry 
Service Bureau. 


Greetings 

And here’s wishing 
Merry Christmas and 
next year. 


you 
more cars 





THERE’S ONE MEDIUM THAT WILL 
rah 4:3 om 0 


in Portland, 





A recent independent survey reveals that of all the people engaged in 
Portland’s nine wholesale automotive supply firms, 96% read the Oregon 
Journal regularly. What’s more, 96% of the people in Portland’s retail 
automotive business: stores, garages, service stations, etc., regularly read 
The Journal, too! 

That means, when you use The Journal, you cover a// three, distributors, 
retailers, and consumers in The Portland Retail Trading Zone. This trading 
zone," in area is only 8% the size of the state of Oregon (and Oregon is 
1% times larger than all New England). Yet, here is concentrated a pop- 
ulation equal to 62% of the state of Oregon; effective buying power equal 
to 66%; retail sales equal to 59%. The Journal is this market’s most potent 
consumer medium...it reaches more Portland families than any other 
daily newspaper. But, because of its intensive readership among men and 
women employed by wholesalers and retailers it also serves you as an 
effective trade advertising medium. 

The Journal today, asit has been for years, is Portland’s favorite newspaper, 
offering advertisers the largest peace-time circulation in its history, both 
daily and Sunday. Its thorough readership by people in all walks of life as- 
sures advertisers complete penetration of this important Pacific Coast market. 


*as defined by A. B.C. 


Toe JOURNAL 


Afternoon and Sunday 


PORTLAND, OREGON 


Only Afternoon Newspaper in Oregon's Only Metropolitan Market 


Member Metropolitar 


and Pacif Parade Group 





Represented by REYNOLDS-FITZGERALD, Inc., New York, Philadelphia, Chicage, Detroit, San Francisco, Les Angeles, Seattle 
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British Maker 
Seeks to Equal 
U. S. on Export 


LONDON.—(UTPS) — “I think 
we shall be able to give foreign 
buyers as good a deal and as quick 
a delivery as the American car 
manufacturers.” 





He thinks the British motor in- 
dustry should get through the dif- 
shortage 


ficulties of sheet steel 
without serious harm, provided 
Britain does not build ial dif- 


ficulties by hoarding or creating 
false stock piles. According to 
Thomas, the present difficulty in 





be resolved by actual production of 
sheet steel. 

As far as the immediate pros- 
pect is concerned Thomas is hope- 
ful about an increased sheet steel 
allocation and also that British 
manufacturers will be able to get 
ear prices down. 

He also said that he was “im- 
pressed by the progress made by 
U. 8. firms in reconversion to peace 


Together Again 
Cohen, Anderson Unite 


To Sell Willys 
Edward E. Cohen, pioneer dealer 
in Portland, Ore., and W. M. An- 
derson, Cohen’s partner from 1918 
to 1940, are united again as Cohen- 
Anderson Co. (Willys) at the lat- 
ter’s headquarters, 1638 Burnside 
St. 
Cohen owned one of the 





first 


service shops in the city in 1906 
and was named dealer for Maxwell 
and Brush in 1909. When Anderson 
joined the firm in 1908, it was the 
Oldsmobile Co. of Oregon. In 1933, 
Cohen-Anderson Motor Co. was 
formed to represent Hudson. 

The new partnership is distribu- 
tor for Oregon and southwest 
Washington with 22 dealers 
throughout the area. 





Others AN Want 
Ads, why nat: you? aT Bee inside backcover. 
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Drive Now Strikes 
Sour Note with Public 





By William Ullman 
ashington Correspondent 


LABOR’S CAMPAIGN for another round of wage in- 
creases in basic industries is tuning up on a frayed note 


of economic sophistry. Back 


in the headlines is the now 


familiar—and disproven—argument that wages can be in- 
creased without increasing prices simply by taking a slice 


out of business profits. 
Meanwhile, the public has 


had opportunity to see how 
the wage-price spiral moves and 
to draw its own conclusions. The 
first attempt to squeeze profits in 
the wringer of OPA ceilings and 
rising wage rates threatened the 
country with a production disaster 
when full industrial output was 
urgently needed to restore balance 
between supply and demand. 
Lumping figures together, and tak- 
ing the total as a yardstick to 


prove a case, is a time-worn 

method of creat- 

4 ‘ing a statistical 
mi 4 

A statistical il- 


lusion is being 
spun out of ag- 
gregate corporate 
profits. Behind 
this headline il- 
lusion are _ the 
realities of a 
widely varying 
picture of busi- 
ness profits and 





William Uliman 


losses. 

Some of the largest and normal- 
ly prosperous concerns facing re- 
newed wage demands, in the boom 
year of 1946, have had little or no 
profit to show on the balance sheet. 
Others have stayed out of the red 
by reason of tax credits. 

Contrasting conspicuously with 
the rosy overall profit mirage 
drawn to cover impending wage 
demands is the huge automotive 
industry. This was the industry 
singled out for special attention 
in the opening round of the argu- 
ment that wages could be increased 
out of profits, without affecting 


prices. 
Losses, instead of piled 
up in the balance of the 


motor manufacturers while auto- 
mobile production was held down 
far below expectations by strikes, 
material shortages and reconver- 
sion delays. 

The theoretical profits that can 
be made in mass production indus- 
tries by low prices and large sales 
volume are as elusive as a statis- 
tical rainbow when these highly 
integrated industries are crippled 
by strikes and shortages, as they 
heve becn in the past year. 
the union effort to 
show that wagez can be boosted 
out of profits, without raising 
prices, takes a low prewar base 
as a profit gauge. Nor does this 
argument. point out that wages and 
the national income have risen 
far above the levels of wages and 
national income in these prewar 
years. 


Unions Trying to Switch 
Blame to Business 


THE WAGES - OUT - OF-PROF- 
ITS _ contention apparently is 


= 








Build Up Your Own 
Heavy Duty Truck Business 


Stock Coleman 4-Wheel Drive 
Conversion Units 


and 
Fabco Dual Drive Axles 

Coleman Conversion Units fit 
all makes and enable you to 
convert conventional trucks to 
4-Wheel Drive—ideal for off- 
the-road work. 

Fabco Units fit all makes 


extra profit by writing today to 
FLY & HARWOOD, Inc. 


300 Madison Ave. ( B) 
MEMPHIS, TENN 











raised partly for the purpose of 
shifting the blame from the unions 
to business for the price increases 
that would inevitably follow an- 
other round of wage increases in 
the basic industries where the mo- 
nopoly unions are strongest. 

This attempt to throw statistical 
dust in the eyes of the consuming 
public, which eventually foots the 
bill for wage increases, finds pub- 
lic opinion better informed on the 
wage-price spiral than it was a 
year ago. 

The race between wages and 


prices, sped by the tremendous vol- 
ume of money resulting from gov- 
ernment war spending, has hit the 
living standards of millions with 
fixed or relatively fixed incomes. 


Farm prices, the first big com- 
modity group to be freed of OPA 
control, show a tendency to sag 
after the summer and early au- 
tumn bulge. This may indicate a 
leveling off in farm buying power 
and increased resistance to higher 
prices for manufactured “ goods 
from farmers as well as from city 
consumers whose incomes have not 
kept step with the rise of indus- 
trial wages and prices. 

Popular reaction against strikes 
and the inflationary spiral may ex- 
ercise as strong an influence in 
the maneuvering for another round 
of industrial wage increases as it 
did in the coal strike. 

The ending of the coal strike. 
more than anything else, was a 
victory for public opinion over the 
use of monopoly union power to 





throttle industry and write a new 





wage-hour contract on the ‘union’s 
terms. 


The issue of legislation to con- 
trol monopoly union power in the 
public interest is consequently 
marked No. 1 on the calendar of 
leaders preparing for the conven- 
ing of Congress. 


* * 
Wage Suits Stir Planning 
For Protective Laws 

THE INTENTION of labor un- 
ions to institute suits against in- 
dustry aggregating several billion 
dollars has made imperative, in 
the opinion of many members of 
Congress, passage of legislation to 
protect business from unforeseen 
liabilities growing out of chang- 
ing and expanding interpretations 
of the Wage-Hour and other fed- 
eral laws. These suits—some of 
which already have béen started— 
are the result of Supreme court 
rilings and interpretations by the 
Wage-Hour division of the Labor 
Department. 

It is being recognized more and 
more among members of Congress 
that some industries cannot con- 
tinue to operate unless a limit is 
placed on the time within which 
suits may be brought and unless 
protection is afforded against 





changing interpretations of federal 
statutes. 


World Trade Reurlngs 
Scheduled for Jan. 13 


ON JAN. 13, the largest 
reciprocal trade agreement 


ment n to be undertaken 
by the T's. with 18 key nations. 
The resulting multilateral trade 
agreement will in effect accom- 
plish a broad tariff revision in 
support of the present U. 8S. policy 
to increase production, distribu- 
tion and consumption of 
throughout the world, to the end 
that people everywhere may have 
more to eat, more to wear, and 
better homes in which to live. 


Mossy Incorporates 

Wiley L. Mossy, owner of Mossy 
Motors (Oldsmobile), New Orleans, 
has incorporated, with Wiley L. 
Mossy sr. as president, Wiley L. 
Mossy jr., vice-president; Edward 
Mossy, treasurer, and A. W. Ber- 
geron, secretary. Mossy recently 
spent $45,000 in remodeling his 
building. 








oft Ltn Mains 


—THAT’S WHAT MOTORISTS WANT! 





ry 





INTER or summer—Christmas, Easter or the 
Fourth of July—clear vision is vitally im- 
portant to greater motoring safety. Prospective 
automobile buyers are all agreed on one point: the 
need for wider windshields and bigger windows. 
emphatic in this desire—in 
nsored surveys 
now what these 
improvements mean in safety, comfort and in- 


They’ve been ve 
answer to SAE and newspa 
all over the country. For 


er-s| 
ey 


creased driving pleasure. 


In selecting Safety Glass for your automobiles, 
remember that time-tested, dependable Pitts- 


Vibe 


Uti (/* 
4 
% 


% 
lll 


Glasses. 


in solving any prob 
of glass in 
motor cars. 


Call on our oe 


burgh Safety Glasses are at your service. More- 
over, the vast technical knowledge, research and 
production facilities of the Pittsburgh Plate Glass 
Company—one of the world’s leading glass manu- 
facturers—are at your disposal to help you make 
the best possible use of these long-popular Safety 


Glass experts for assistance 
em having to do with the use 
e design and construction of your 
Pittsburgh Plate Glass Company, 


2483-6 Grant Building, Pittsburgh 19, Pa. 
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No Santa 
Gripes 
Beat John L. 
By 
Jack Weed 











S I came into Detroit’s Penob- 
scot building last Monday, the 
halls resounded to Christmas carols 
played on a Hammond organ by 
Isobel Stewart—it made one real- 
ize that the “top” holiday of the 
Christian world was only a com- 
paratively few days away and that 
if Santa Claus was going to drop 
off gifts with one’s name on them, 
to loved ones and friends, at least 
one flat-footed-fat-boy had better 
get busy and do a little shopping. 
But the common carrier fleet 
operator, who called me just as I 
slid into my swivel chair, wasn’t 
in the holiday mood one little bit. 
He just didn’t think that the for- 
hire truckers should be forced to 
continue the role of Santa Claus 
to the truck industry now that the 
war is all but officially ver. 
Judging from his swivel chair 
sit, I could sympathize with him. 
He was in the process of signing 
some checks when he got the 
hunch to give me a call and cry 
on my neck—pointed out he was 
signing a.check for a trailer that 
cost him approximately $2,800 in 
prewar, but now cost him $3,970; 
tractors that now cost him $2,380 
equipped as he needed them while 
in prewar they carried a tag of 
only $1,350; a stripped engine block 
that now sets him back nearly 
two hundred smackers just a few 
a ago cost him less than 
He felt he was being taken for 
a ride—especially since his group 
had had only one small 7 percent 
raise in rates, but had had two 15 
percent driver wage raises thrust 
upon them. The question he wanted 
answered was how far up were re- 
placement parts going before they 
broke through the unobtainable 
ceiling. So I took time off to find 
out what was percolating on re- 
placement parts prices among the 
vehicle manufacturers—and found 
a@ lead story for this issue. If you 
are a truck dealer, I advise you 
to read it so that you can give 
your truck owners the right an- 
swer to possibly the biggest annoy- 
ing problem in the industry today. 
+ * * 
WEEX before last I spent in At- 
lantic City, acquiring a bad set 
of boardwalk knees, attending the 
“Biggest Automotive Show on 
Earth”—the Automotive Service 
Industries show. And as a result, 
@ group of us are all in the mood 
to change the name of that eastern 
resort spot to “Clip City, N. J.” 
And if you don’t believe that 
drastic step is warranted, just talk 
to any of the replacement parts 
manufacturers who had to enter- 
tain their wholesale outlets during 


some of those who 
back of the Pres- 
for a delightful shore 
per plate the week 
and found these 
menus the week of the 
show, but a new price list being 
(See TRUCKIN’, Page 37, Col. 1) 





Liberalized Laws 
On Trucks Seen 
During.1947 


Much Action Remains 
To Clear Decks for 
Efficient Operation 


NEW YORK. — With the 
backi of national associa- 
tions of state highway, motor 
vehicle and public utility ad- 
ministrative officials, bills for 
modernization of truck size and 
weight regulations will be widely 
introduced in 1947 state legislative 
sessions throughout the country, 
survey indicates. 

Most of the flagrant trade bar- 
rier laws impeding highway trans- 
portation were leveled on an emer- 
gency basis during the war and in 
an increasing number of states 
have since been permanently abol- 
ished. 

However, analysis of the situa- 
tion discloses that much legisla- 
tive action remains to be taken 
before motor carriers will be able 
to move at maximum efficiency 
in both interstate and intrastate 
commerce. 

In recognition of the need for 
freeing highway transportation of 
needless throttling restrictions and 
for providing some degree of uni- 
formity in state regulatory laws, 
the American Assn. of State High- 
way Officials last spring recom- 
mended a set of standards for ve- 
hicle size and weight limitations. 

More recently these standards 
have been favored by the Ameri- 
can Assn. of Motor Vehicle Ad- 
ministrators, and advocacy of mod- 
ernization of truck regulatory sta- 
tutes also has been expressed by 
the National Assn. of Railroad and 
Utilities Commissioners and the 
National Conference on State and 
Highway Safety. 

Agreement on the need for 
modernization of truck 
tory laws by these four groups, 
whose memberships comprise the 
men who administer such regula- 
tions, is regarded by the truck- 
ing industry and highway users 

as brightening the 

prospects for favorable 1947 leg- 

islative action. 

Standards proposed by the Amer- 
ican Assn. of State Highway Offi- 
cials are favored by the trucking 
industry as minimums below which 
no state should go, although it is 
held that any state so desiring 
should enact more liberal meas- 
ures, a8 many already have done. 
Included among the 


standards, which will be the basis 
(Continued on Page 31, Col. 1) 


CQ | fication committee, the ICC, the 








Rate Adjustments 
Studied by New 
Traffic Group 


WASHINGTON.—The newly or- 
ganized Traffic committee of the 
Truck-Trailer Manufacturers Assn. 
has set as its purpose the attain- 
mént of “fair and equitable classi- 
fications and rates which will re- 
turn revenue to the carriers suffi- 
cient to enable them to serve our 
industry efficiently.” 
The summation of purpose was 
contained in a statement of prin- 
ciples adopted by the committee 
after its first meeting here. Mem- 
bers of the committee include Grey 
Bruno, chairman, Fruehauf Trailer, 
Detroit; W. P. Curlin, Steel Prod- 
ucts Co., Savannah, Ga., and W. D. 
Evans, Carter Mfg. Co., Memphis. 
E. F. Streib, representing Trail 
mobile, and J. L. Glick, president 
of the TTMA and of Truck Engi- 
neering Corp., Cleveland, met with 
the committee. 


The statement of principles also 
declared: 

“The Traffic committee of the 
Truck-Trailer Manufacturers Assn. 
recognizes a responsibility not only 
to association members but also 
- their customers, the motor car- 

ers... 


“All members of the association 
are urged to work with the com- 
mittee to assemble, pool, standard- 
ize and distribute transportation 
and traffic information internally 
within the industry. 


“The Traffic committee proposes 
to speak for the industry in all 
matters of traffic policy, in all ap- 
peals to the National Classifica- 
tien board, the Consolidated Classi- 


ODT, and other agencies concern 





with traffic policy.” : 


Some Truck Parts Due 
For Early Price Boost 
As Costs Continue Up 


All Vehicle Makers Seen Endeavoring to Hold Line, 
But Adjustments Are Coming on Casting 
And Forging Base Units 


DETROIT.—Despite the fact that all major companies 
are doing everything to hold the line on truck replacement 
parts prices, there are a few items on which prices will un- 
doubtedly have to be adjusted by some companies within the 
next few weeks, due to the enormously increased cost of some 





parts to the manufacturers. 
These parts center around 


products made of castings 
and highly machined forgings, 
such as brake cylinders, brake 
drums, tie rod ends, axle gears, 
transmission parts, crankshafts, 
connecting exhaust pipes, 
spring leaves and may include pis- 
ton rings. 

Most manufacturers took ad- 
vantage of the 15 percent in- 
crease in replacement parts 
prices allowed under the Aug. 24 
OPA ruling. On most items, this 
increase enabled them to meet 
much of the increased costs on 
what is termed the general line 


parts. 

Out of the more than 35,000 parts 
each major company must carry 
in service stock, less than 2,000 
are in what is considered the criti- 
cal stage of being underpriced— 
but they are, unfortunately, in 
many instances, the fast moving 
volume parts that are in greatest 
demand at the present time. 

No manuf: is even con- 


part 
of what it costs and 
some of these parts are costing 
the vehicle manufacturers more 
than the retail selling price. 
But parts that, in spite of the 
15 percent increase of early fall, 
are still costing the manufacturer 
excessively more, are due for a 
raise. But, insist the manufactur- 
ers checked, no increases will be 
handed out until every factor in 
the situation has been thoroughly 
studied and reviewed. They are go- 
ing to make certain that there is 
no other alternative before repric- 
ing the part or assembly. 
They fully realize that mainte- 
nance costs have skyrocketed for 
the haulers, that prices of both 
trucks and trailers have gone up 
considerably over what the opera- 
tor paid for the same vehicle in 


1941 and that many haulers, espe- 
(Continued on Page 23, Col. 1) 





Carriers Net 5 


WASHINGTON. — Expenses ac- 
counted for 94.7 percent of the 
gross revenue of Class I motor car- 
riers during the third quarter of 
1946, leaving about 5 cents net on 
each gross revenue dollar before 
payment of income taxes. 

For the same period the Class I 
haulers showed a 21.6 percent in- 
crease in gross income, compared 
with the third quarter last year. 
The statistics highlighted a re- 
port released last week by the re- 
search department of the Ameri- 
ean Trucking 


The boosts in expenses over 











During Third Quarter 





Cts. on Dollar 


penses claimed 99.1 percent of 
gross revenues. 

Aggregate gross revenues of the 
1,661 reporting carriers out of a 
total of 2,100 Class I carriers of all 
types were $248,284,642 in the third 
quarter of 1946, compared with 
$204,110,682 in the same period last 
year. Expenses totaled $234,990,291 
as against $202,300,529 in last year’s 
third quarter. 

Intercity miles operated in- 
creased 12.1 percent to 542,272,453 
miles from 483,545,755 in the third 
quarter of 1945. Intercity tons 
hauled also increased 9.8 percent 
to 27,371,007 from 24,936,262 in last 
year’s third quarter. 

The nine geographical regions all 
reported an increase in gross rev- 
enues, expenses, intercity mileage 
and intercity tonnage. 

The New England region showed 
an increase of 18.1 percent in gross 


Top Trucks 
New truck registrations re- 
ported in Automotive News to- 
day: 

1946 1911 
Pos. Make Pos. 
1—124,618 Chev. 185,208— 1 
2— 99,259 Ford 150,294— 2 
3— 77,441 Dodge 53,306— 4 
4— 62,464 Internat’l 381,559— 3 
56— 33,575 Willys 1,729—14 
6— 19,369 Stude. 4,329—10 
7— 16940 GMC 39,099— 5 
8— 7,368 Reo 1,292—16 
o— 7,449 White 7,9389—— 7 
10— 4,342 Mack 8,112— 6 
ll— 3,316 Diamond T 5,223— 9 
12— 3,580 Federal 1,304—15 
18— 3,510 Autocar 2,1098—11 
14— 2,946 Divco 1,9638—12 
15— 2,887 Brockway 1,875—13 
16— 2,062 Hudson 663—17 
1j— 447 FWD 240—138 
IR 417 Sterling 345—19 
19— 22 Plym. 71,512— 8 
Total All Makes 
475,688 555,508 
For further details, see page 

26, today’s issue. 





(Continued on Page 30, Col. 4) 


ICC Hearings 
To Determine 


Safety Rules 


WASHINGTON.—Interstate Com- 
merce Commission has instituted 
proceedings (designated as Ex 
Parte No. MC-40) for consideration 
of amendments to safety regula- 
tions respecting transportation in 
interstate commerce by common 
and contract carriers of passengers 
or property, and private carriers 
of property by motor vehicle. 

Persons desiring to recommend 
changes in present safety regula- 
tions will submit such recommen- 
dations in writing to the director 
of the bureau of motor carriers, 
Interstate Commerce Commission, 
Washington 25, D. C., on or before 
Feb. 1, 1947. Time and place of 
hearings will be. designated later. 

The commission said the pro- 
ceeding is instituted for the pur- 
pose of determining whether the 
safety of operation of motor ve- 
hicles in interstate and foreign 
commerce and the public interest 
would be enhanced by a revision of 
the rules now embraced in parts 
1 to 7, inclusive, of the motor car- 
rier safety regulations, revised, as 
outlined in the following list; and 
of making such revision of, and 
such additions to such regulations 
as appear desirable and proper. 

Under consideration are: 

Qualifications of drivers: To in- 
clude provision expressly imposing 
upon drivers responsibility for com- 
pliance with rules pertaining to 
them; responsibility of drivers to 
meet qualifications; physical re- 
quirements, including higher stand- 
ards of visual acuity and hearing, 
annual physical examinations of 
drivers: requiring drivers to pos- 
sess state driving licenses; driving 
experience and skill; licensing of 
drivers, either in collaboration with 
state agencies or by the commis- 
sion itself, with provision for sus- 
pension or revocation of licenses 
for cause. 

Driving of motor vehicles: Read 
driving rules; loading of passen- 
gers and property; condition of 
driver prior to dispatching; pre- 
cautions at grade crossings and 
draw bridges; precautions for stop- 
ped or disabled vehicles; use of 
lights; duties of driver in case of 
accidents; prohibition of smoking 
on buses, towing of buses with pas- 
sengers aboard; precaution while 
fueling; transportation of unau- 
thorized persons. 


Parts and accessories necessary 
(See SAFETY, Page 31, Col. 1) 


SAE Committee Studies 


Truck Bumpers 

WASHINGTON. — A special 
committee of the Society of 
Automotive Engineers has re- 
ported “substantial progress” in 
its study of the problem of truck 
bumper t. The chief 
problem is to design the bump- 
ers so that they do not overlock 
with other cars in sudden stops 
when the rear of the vehicle 
tends to rise. 
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‘Safety Is No Accident’ 


That’s Winner of ATA Contest for Slogan 
For 1947 Road Courtesy Drive 


WASHINGTON.—John V. Law- 
rence, managing director of the 
' American Trucking Assns., last 
week announced that the associa- 
tion would base a highway cour- 
tesy and safety campaign for 1947 
on the slogan, “Safety Is No Acci- 
dent.” 

The slogan, selected from more 
than 5,000 entries in a contest con- 
ducted by the association among 
industry employes, was submitted 
by H. L. Halverson, of St. Paul 
Terminal Warehouse Co., St. Paul, 
Minn. 

Contest judges were Maj. Gen. 
Philip B. Fleming, general chair- 
man of President Truman’s High- 
way Safety conference; M. R. Dar- 
lington jr. assistant director of 
the Division of Safety, Automo- 
tive Safety foundation, and Burton 
W. Marsh, director of traffic en- 
gineering and safety, American 
Automobile Assn. 

Lawrence wired his congratula- 
tions to Halverson and announced 
that arrangements for presenta- 
tion of the winner’s prize—a $225 
Bulova wrist watch—would be han- 
dled by Lou Hosking, executive 
secretary of the Minnesota Motor 
Transport Assn., state organization 
in Minnesota affiliated with ATA. 

“The American Trucking Assns. 
and the 58 state associations af- 
filiated with it,’ Lawrence said, 

“will sponsor a highway cour- 
tesy and safety campaign 
throughout 1947 in an effort to 
make every highway as safe as 


is humanly possible. 
“Statistics show that commercial 


vehicle drivers are the safest driv- 
ers on the roads today. Our goals 
for the 1947 campaign are to im- 
prove on a good record and, at 
the same time, convince the mo- 
toring public that non-professional 
drivers can profit from some of 
the lessons learned by men who 
make their living behind the wheel 
of a vehicle. 

“Our 1947 campaign has been 
designed to intensify the promo- 
tion of both activities—courtesy on 
the highways and safe operating 
procedures. 

“We know from long experience 
that safety is no accident. It is a 


Fruehauf Spurs 
Staff With °47, 


Buyer’s Heaven’ 


DETROIT.—Believing that 1947 
will call for a return to intensive 
selling, Fruehauf Trailer Co. here 
has scheduled three meetings of 
all branch managers and salesmen 
under the heading of “47—A Buy- 
er’s Heaven.” 

The meetings will be held in 
Kansas City Jan. 4-5, Atlantic City, 
Jan. 9-10, and in Detroit, Jan. 13-14. 

It is interesting to note that the 
Kansas City and Atlantic City 
meetings are scheduled for Satur- 
day and Sunday, emphasizing the 
importance the management puts 
on the need for more selling in 
the coming year. 

Subjects to be discussed are the 
improvements in design of the 1947 
line of semi- and four-wheel trail- 
ers, and the newly announced F'ly- 
er model semi-trailer for city de- 
livery work. Special emphasis will 
‘be given the use of stainless steel 
in trailer construction. 

Heading the factory personnel at 
the meetings will be Harvey and 
Roy Fruehauf, president and exec- 
utive vice-president of the com- 
pany, A. K. Tice, vice-president in 
charge of sales, and R. D. Mains, 
general sales manager. 


Dodge Increases 
On Truck Prices 
Range Up to $100 


DETROIT.—Dodge last week an- 
nounced price adjustments on va- 
rious truck models and extra 
equipment in conformance with 
current costs. 

These adjustments range from 
no price increase on some models 
to $100 on the heaviest duty truck 
in the line, the 23,000-pound gross 
vehicle weight model. 








matter of hard work and intelli- 
gent planning, and it calls for full 
cooperation of every man or wom- 
an who drives a vehicle.” 

Seventy-five slogans were chos- 
en by the judges out of the 5,000- 
odd submitted and each of the 
winners will receive a prize. The 
next four after the winner will 
receive radios; the next 20, Ever- 
sharp CA pens, and the remain- 
ing 50, initialed wallets. 

Second place in the contest was 
won by Agnes E. Coster, Madison, 
Wis., an employe of Keeshin Motor 
Express Co., Inc., with the slogan 
“Alert Driving—Safe Arriving.” 
R. C. Bott, Melrose Park, Il, 
employe of Midwest Transfer Co., 
won third prize with the slogan 
“Caution Cancels Carelessness.” 
William Bria of Cambeis Trucking 
Co., Brooklyn, N. Y., won fourth 
with the slogan “Safety Makes 
Sense,” and Kathleen S. Collard, 
of Houston Truck Co., Houston, 
Tex., was fifth with “Stay Geared 
for Safety.” 








competi 
manager of Chevrolet truck 
check equalling that awarded him by ATA. 





Fullerton Takes 


Woolman’s Post 


KALAMAZOO, Mich.—Kent D. 
Fullerton, formerly Michigan man- 
ager of the Allen Electric & Equip- 





ment Co. here, will take over as 
sales manager for this company 
Jan. 1. 

Fullerton succeeds Len F. Wool- 
man, who has resigned to take 
over the management of the new- 
ly organized Tool and Equipment 
Manufacturers Assn. 





Farrell Leaves 
Nash to Join 
Ford Tractor 


DEARBORN. — Thomas A. Far- 
rell, former assistant general sales 
manager for the Kelvinator di- 
vision of Nash-Kelvinator Corp., 
has been named vice-president of 
the new Dearborn Motors Corp.., 
Frank R. Pierce, president, an- 
nounced last week. 

Appointment of Farrell was the 
first made by Pierce since he hbe- 
came head of the company which, 
on June 30, 1947, will succeed Harry 
Ferguson, Inc., as distributor of 
Ford tractors and a new line of 
farm implements. Additional mem- 
bers of the company’s executive 
a will be announced soon, Pierce 
said. 

Farrell, who has lived in Detroit 
since 1939, was with General Mo- 
tors for 21 years, resigning in Sep- 
tember 1939 to become eastern sales 
manager for the Kelvinator di- 
vision of Nash-Kelvinator. 


Mace Named in Ind. 


Mace Service, Inc. has been 
named Lincoln-Mercury dealer in 
Terre Haute, Ind. 
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D..s specialization pay? A host 
of International Dealers will tell you so. 
They'll tell you that by specializing 
they get.a money-making share of the 
mew truck sales in their territories. 
They'll tell you that by specializing 
they build profitable business on truck 
parts and accessories. 
And they’ll tell you that by specializ- 


able to keep their service 


floors busy full time. 

The International Franchise not only 
lets the Dealer be a truck specialist. It 
encourages him to be one. . 


Wd ct =a baha-soqt-t ates at-0 Ob ob c-balol ab iat 
| P=\ dae dg -¥e DY -¥-00-S ae T= 
A Truck Specialist 





The International Trucks on the job 
in every Dealer’s territory provide a 
known potential that lets the Dealer 
know the minimum volume he can ex- 


pect each year on trucks, parts, acces- 


sories and service. 


International sales support, merchan- 
dising and advertising help him beat his 


minimum all hollow. 


Yes, the International Franchise lets 
the Dealer be a truck specialist—just one 
of the dozens of features that make the 
International Franchise valuable. Full 


list on application to 


Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue 


Chicago 1, Illinois 


Tune in James Melton on “Harvest of Stars” Every Sunday! NBC Network. See your newspaper for time and station: 


INTERNATIONAL 7rucks 
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ATA Requests 
Wooden Boxes 
For Batteries 


WASHINGTON. — American 
Trucking Assns., Inc., announced 
last week it has requested Inter- 
state Commerce Commission to 
cancel its rules authorizing use of 
fibreboard shipping containers for 
batteries and to require use of 
wooden boxes in order to prevent 
damage in transit. 

ATA proposes the rule apply to 
batteries hauled by all forms of 
transport because of the fact that 
trucks regularly are used to com- 
plete hauls originated by rail air 
and water carriers. 

In a letter to the ICC’s Bureau 
of Service, Carl F. Jackson, as- 
sistant general manager of ATA 
and agent for the Motor Carriers’ 
Explosives and Dangerous Articles 
Tariff, contended that fibreboard 
shipping containers provide inade- 
quate protection with resulting 
damage not only to the batteries 
but to other freight, to motor car- 
riers’ equipment and to clothing of 
personnel. Handlers also have suf- 


stores in the Corpus Christi 
handle International trucks 








national line for the past’ 25 years. The dealership’s stores at Corpus Christi, Taft, 

George West, Mathis, Edinburg and Bishop handle International trucks and farm ma- 

chinery. Managerg of the six stores are, respectively, Don Keeble, 8. D. Crow, Dave 

Kleen, Bob Loetspiech, Jim Keeble and J. B. Jones. 

fered acid burns from damaged 

Saltbelan no- ant N. H. Truckers Launch 
The study disclosed that fibre-| Bimonthly ne 


board slipcovers (five-sided corru- 
gated boxes) being used by prac- 
tically all battery manufacturers 
are inadequate and violate ICC 
regulations, the letter stated. 





Need a Service Man—Want a Job— 
try a want ad in Automotive News. 





They get quick results! 





MANCHESTER, N. H.—(UTPS) 
—As a step toward furthering its 
highway safety crusade, the New 
Hampshire Truck Owners Assn., 
Inc., has started publication of a 
bimonthly magazine, the New 
Hampshire Motor Transport. A. J. 
Staby, secretary-manager of the 


'5 Cents on Dollar in Third Quarter... 





Carriers’ Net Shows 


revenues and an increase of 13 per- 
cent in expenses; the Middle At- 
lantic region had an 11.3 percent 
increase in gross and an 8.1 per- 
cent increase in expenses; the Cen- 
tral region, 34.8 percent and 25.4 
percent; Southern, 13.8 percent and 
7.3 percent; Northwestern, 24.1 per- 
cent and 19.8 percent; Midwestern, 
18.6 percent and 12.7 percent; 
Southwestern, 16.3 percent and 13.6 
percent; Rocky Mountain, 43.2 per- 
cent and 44.3 percent, and Pacific, 
18.8 percent and 14 percent. 
Operating ratios improved in 
every region except the Rocky 
Mountain region, where the ratio 
for the third quarter of this year 
was 97.3 compared with 96.5 in 
the third quarter of this year. 
For the other regions, the ratios 
were: New England, 94.9 compared 





association, is editor. 


with 99.3 in last year’s third quar- 








FOR EXTRA PAYLOAD... 








THE MGA WARD LA FRANCE 


The powerful construction of the mighty Ward 
LaFrance means extra payload hauling. The 
added power and payload capacity of this 
heavy-duty truck is real assurance of economical 









operation. 





Look for the big truck with 
the exclusive “flat top” fender 


The big, rugged, Ward LaFrance tractor has 
that essential combination of reliability for 
trouble-free operation and driver comforts for 
efficient long hauling or:off-the-road trucking. 
~ The mighty Ward LaFrance is built by the 
manufacturer of the giant M1 Army reconnais- 
sance wrecker and the famous fire trucks—over 
25 years of heavy-duty truck engineering. 

For heavy hauling, you are sure with the 
mighty Ward LaFrance truck. 
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‘WARD LAFRANCE TRUCK DIVISION 


Great 


American 


Industries, 


NEW YORK 


Inc. 







Builders of famous Word La fronce Fire trucks 

















Slight Increase 


(Continued from Page 28) 


ter; Middle Atlantic, 96.7 compared 
with 99.5; Central, 92.8 compared 
with 99.8; Southern, 95 compared 
with 100.8; Northwestern, 93.4 com- 
pared with 96.8; Midwestern, 94.6 
compared with 99.5; Southwestern, 
93.6 compared with 95.8, and Pa- 
cific, 94.8 compared with 98.8. 

A separate study for Class I com- 
mon carriers of general freight 
showed that 846 such carriers had 
aggregate gross revenues of $153,- 
990,261 in the third quarter of this 
year, as against $127,558,297 in the 
same quarter of 1945, an increase 
of 20.7 percent. Expenses increased 
14.1 percent from $128,313,321 in 
last year’s third quarter to $146,- 
361,910 in the third quarter of 1946. 

Intercity miles operated were 
355,083,738, compared with 323,658,- 
320 in the third quarter of 1945, 
an increase of 9.7 percent, and in- 
tercity tons hauled were 15,335,116, 
as against 13,697,647, an increase 
of 12 percent over last year’s third 
quarter. Operating ratios were 95.1 
in this year’s third quarter and 
100.6 in the third quarter of 1945. 

Results for Other Haulers 

Following is a brief summary of 
the operating results for other ma- 
jor classes of carriers: 

Among contract carriers, gross 
revenues increased 18.4 percent 
and expenses were up 13.8 percent. 
Intercity mileage increased 12.5 
percent, while intercity tonnage in- 
creased 2.8 percent. The operating 
ratio improved from 95.6 to 91.9 
percent. 

Local cartage carriers’ gross rev- 
enues increased 18.1 percent and 
expenses increased 16.9 percent. 
Intercity mileage increased 11.2 
percent, while intercity tons hauled 
increased 1.2 percent. The operat- 
ing ratio dropped from 96.3 to 95.3 
percent. 

Among household goods car- 
riers gross revenues increased 
88.2 percent and expenses in- 
creased 387.4 percent. Intercity 
mileage increased 30 percent 
while intercity tonnage increased 
25.4 percent. The operating ratio 
went down from 94.4 to 93.8 per- 
cent. 

Among heavy machinery carriers 
gross revenues increased 16.7 per- 
cent and expenses increased 15.9 
percent. Intercity mileage de- 
creased 1 percent, while intercity 
tonnage decreased 8.9 percent. The 
operating ratio went down from 
96.2 to 95.5 percent. 

Petroleum products carriers’ 
gross revenues increased 1.4 per- 
cent, while expenses decreased 2.4 
percent. Intercity mileage de- 
creased 3.6 percent and intercity 
tonnage decreased 3.1 percent. The 
operating ratio was down from 98.3 
to 94.7 percent. 

Refrigerated products carriers’ 
gross revenues increased 9.6 per- 
cent, while expenses increased 6.4 
percent. Intercity mileage increased 


increased 3.7 percent. The operat- 
ing ratio declined from 98.1 to 95.3 
percent. 

Among agricultural carriers 
gross revenues increased 14.9 per- 
cent and expenses increased 2.0 
percent. Intercity mileage went up 
3.5 percent, while intercity ton- 
nage was up 21.2 percent. The oper- 
ating ratio dropped from 86.3 to 
76.7 percent. 

Motor vehicle carriers’ gross 
revenues increased 114 percent 
while expenses increased 914 
percent. Intercity mileage in- 
creased 285.2 percent and inter- 
city tonnage increased 230 per- 
cent. The operating *ratio was 
down from 108.7 to 93.9 percent. 
Among building materials car- 
riers gross revenutes increased 59.6 
percent while expenses increased 
42.1 percent. Intercity mileage in- 
creased 38.9 percent and intercity 
tonnage increased 42.3 percent. The 
operating ratio was down from 98.8 
to 88 percent. 

Film carriers’ gross revenues in- 
creased 14.7 percent while ex- 
penses increased 10.1 percent. In- 
tercity mileage decreased 2.9 per- 
cent and intercity tonnage in- 
creased 2.7 percent. The operating 





ratio went down from 95 to 912 
percent. 


0.6 percent, while intercity tonnage . 
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Advisers Tell FOB Rates Also Will Rise ... | 


List Price Hikes Likely | , 


Prosperity Key a Ps , ee Z i : . 
WASHINGTON —Recognition of | 9 > |When Freight Goes Up |. 























ity of the United States PAN, 4 at bi i 7 eh: 7 aes ik (Continued from Page 1) 
major point in the ; this time,” a freight expert in the| costs will undoubtedly compel 6 
~_ of as pe sae : aii , Sadeatay ane it appeared “eageee boosts in the prices of virtually h 
Economic Advisers week. site die otek ge: ee |». + | able” t the manufacturers could| all components, including coal, | 
The council told President Tru- | | * P , 5 . |j|absorb the freight rate hikes on| steel, lead, copper, etc. Some raw : 
man that “the success fas: & # 4 g|parts and raw materials. materials suppliers have already P 
and 1948 is gauged by our ability a } PS The Ford estimates were bascd| announced price boosts. b 
te make and sell 6,000,000 tases gee Pr on the 22% percent increase in fin-| Chrysler and the five independ- 
1,500,000 housing units... td ished car shipments between ICC/ent motor car makers, who lost : 
“But the closer we come to this oe regions. Rates on all manufac-jtheir fight in the ICC against a 
standard of Am rcromal the ’ , tured products will rise 25 percent} blanket freight hike for all fin- 
immediate fade, ap aatie 1 co in the Rest and 20 percent in the|ished cars and trucks, will have , 
ing becomes the problem of sus- uth an es little choice but to obey the ad- > 
taining employment, production| a mish ants tat, tebe aad notes Cnet i Other auto assembly concerns ex- | verse ICC decision, it was declared. P 
and purchasin rin th sale fae ae = truck with = 165 hp — |’ ot am ef & —— = plained they were awaiting issu- The six companies had charged ‘ 
to come. The Bg ty BoB san oey hh | Units sold by Standard Brake Corp., Hell distributor, Cleveland, to ©. Reiss Steamship ance of announcements by both the|that a flat rate increase would { : 
ada the ry rity of the ao Co., operators of the Dolomite mine on Drummond Island off the —— Michigan | railroads and supplier firms. When | widen the alleged shipping advan- 
ment could, if nothing we oti peninsula, where they will handle the flux stone used for bedding furnaces. /the rails issue their new tariff fig-| tages enjoyed by Ford and GM. In ‘is 
expected to drop to a repl thas ures, it will be possible to deter-| hearings before the commission, in 
t ep favored have enjoyed in the past.”|a partner in the free enterprise|mine how much FOB rates will| they asserted that where GM and ct 
basis after a few years. The base of permanent prosper-| system and that Americans, “hy/|be raised, it was said. Ford would only have to add the fr 
The President's report pointed |ity, it said, is free competitive en- | and large, are a nation of business-| The decision on price increases | rate increase to their present FO8 th 
out that the real magnitude of our |terprise—with the government giv- | men whether in overalls or white| in parts and raw materials, man- | charges to consumers, they would fo 
productive power must be recug-|ing support in a “stimulating and | collars.” Adjustment of the dif-| ufacturers pointed out, ‘will pri- | be liable to pay the higher rate to w 
nized and kept going to produce for | guiding roll.” Further stress was | ferences of the two groups in the| marily affect factory production | the railroads. to 
all “the things that only the more|made on the point that labor is! national interest was urged. costs. The increase in shipping In explanation, the six-com- = 
pany group told ICC that Ford nt 
and GM can avoid high freight he 
costs because of their networks gr 
e . of branch plants throughout the ce 
It LHL country. Shipping rates are mul- tor 
4 ° tiplied for the smaller concerns, 
it was claimed, because they ship ™ 
7 most of their vehicles from one fi 
central point. Pp 
The ICC statement approving the b: 


failed to grant the independents’ 
BETTER request for relief in the form of 
— reduced rates. Plans for a possible 
1 Federal court appeal have been 
INVESTME NT; discarded, it was learned, because 
such litigation usually proves both 

fruitless and costly. 

The only chance for the group 
to obtain relief now is a direct ap- 
peal to the railroads not to apply 
all of the rate increase to their 
products. That the railroads would 
heed such a request is believed un- 


likely at the present time. 
—Mac Gorvon 


Publisher Warns 
Of Raising Prices 
To Appease Union 


— y, \ '/ DETROIT.— The auto makers 
HERE $s could easily price themselves out 
of the market by meeting ill-con- 

NEW sidered union wage demands with 


spiraling prices, it was warned last 


STAINLESS. 5 TEEL. TRAILERS lg ag tage TES 








week by Graham Patterson, pub- its 

es STREAMLINE Usher of Farm Journal and Path- | ica 
leakage nder magazin a , 
leading or BEAUTY... and Just a Few of Many New Features! . “The seit wend” he told the trus 
. Rotary Club here, “ts exactly the last 
What Users Say About Fruehauf Stainless Steel Trailers : opposite | to , sntentrial principles men 

t troit .” 

e Fuel and oil costs are lower — less dead weight to haul. poke “that he fad consulted con: 
leaders of the incoming Republican nop 
e License costs less — when based on unladen vehicle weight. Congress, Patterson asserted that pric 
ae e is convinced that no punitive ce; 

e Light weight means extra payload — extra profit. legislation will be sttemetee ers. 

e Corrosion resistant — rust resistant— no need for palaiing — against labor. 
said 

esas saat : Collyer Awarded _ 
+ Sregth of Snes minimis woke. EI ree Aeabeek- 
; Medal for Merit whic 
World's Largest Builders of Truck-Trailers ies WASHINGTON.—John L. Coll- J ‘US 
— yer, president of B. F. Goodrich 


FRUEHAUF TRAILER COMPANY Vag eS ee ls ee eee 
DETROIT 32 ~ member of the 


tire industry to 
9 Factories — 62 Factory Service Branches receive the Medal 


for Merit, pre- 
sented to him 
here by War Sec- 
retary Patterscn, 
who in the cita- 
tion recounted 
numerouwus 
achievements By 
Collyer. 
John L. Collyer These included 
advocacy of na- 
tional facilities for producing man- 
made rubber eighteen months be- 
fore Pearl Harbor; his offer to 
make the company’s experience 
with such rubber available to gov- 











The +) designed the rear — H 
Trailer is @ load-carrying less Steel zibs, welded to at each corner and ernment and industry; marketing : 
beam—load stresses vp wig Fe beam, provide 3 Intermediate Rettionr provide odded American rubber as early as June, nD 
conten, ere Hatribuied pond Page the enna protection at loading 1940, and various services per- radio- 
formed by Collyer personally in _— ! 
government posts. oar 








FRUEHAUF TRAILERS hing oe 3 Sargeant Is Manager tte 
pe Carl Sargeant has joined Fred F. | ima : 
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As Costs Keep Rising . . , 


Some Truck 





Parts Due 


For Early Price Hike 


(Continued from Page 28) 


cially the common carriers, have 
had little or no increase in their 
rates. 

The common carriers, for in- 
stance, have had but a 7 percent 
boost in freight rates in the same 
period that their drivers alone have 
obtained two 15 percent pay boosts. 

Thus it apparent 
that any additional costs to the 
truck operators must be reflect- 
ed in increased transportation 
costs, and these, like wages, 
would again be reflected in every- 
thing that must be transported. 

One of the reasons for the in- 
creased costs of castings and forg- 
ings, it is stated, is the great in- 
crease in the percentage of rejects 
from foundries today. Another is 
the “hike” that has been given 
foundry and forge labor. Capable 
workmen are indifferent and seem 
to have lost their pride in work- 
manship, in addition to the large 
number of green workers that have 
had to be employed to get out the 
greatly increased tonnage of these 
materials needed in the industry 
today. 

Every effort is being made to 
meet the tremendous demand 
from the field of replacement 
parts and assemblies for trucks 
by every vehicle and parts man- 
ufacturer. 

They realize that, despite the 
fact that in the 11 months of this 
year the industry has delivered to 
its dealers more trucks than in 
any previous year period except 
one, there is still a great dearth 
of trucks among the haulers. No 
one knows better than they thut 
the trucks that normally would be 
on the junkers lot must be kept 
going if our transportation system 
is to keep going. 

And no one knows better than 
the vehicle: builders that to pre- 
serve the waning goodwill of their 
truck owner customers, the cost 
of maintenance of the vehicles in 
the field must be kept as low as 
possible consistent with today’s 


U. S. Studies End 
Of Suit Against 


Oil Companies 


WASHINGTON. — Dismissal of 
its six-year-old suit against Amer- 
ican Petroleum Institute and more 
than 200 oil companies on anti- 
trust charges was recommended 
last week by the Justice depart- 
ment. 

The suit charged the group with 
conspiracy to restrain trade, mo- 
nopolize the industry, manipulate 
prices and maintain other prac- 
tices to the detriment of custom- 
ers. 

A spokesman for the department 
said that Atty. Gen. Clark is hold- 
ing up dismissal of the case pend- 
ing a settlement of legal prob- 
lems. The reason for the dismissal, 
which was advised by the anti- 
trust division, was not divulged. 











H. N. McMENIMEN jr., general man- 
ager, automotive division of Reynolds Met- 
als Co., Inc., demonstrates new two-way 





cost of material and labor. Deal- 
ers are being entreated to render 
service to their truck owner cus- 
tomers as economically. as possible. 

Of the 839,069 trucks built in 
the first 11 months of this year, 
$73,385 were light, 408,316 were 
medium tonnage rating, 45,931 
fell in the light heavy classifica- 
tion and 16487 were heavy 
heavies. 

Looking into next year, experts 
in the industry take some hope 
for increased production from the 
“blow-up” of the housing program 
and its restrictive “channeling” 
which has kept considerable ma- 
terial from finding its way into 
automotive vehicle industry and 
the dissolving of controls on such 
material as lead and other basic 
metals which have held up much 
part production. 

We will continue to have the re- 











stricted steel rolling mill capacity 
as a bottleneck on body sheets as 
well as limiting the ability of the 
engine gasket makers to catch up 
on the great field demand. And, 
of course, we no doubt will con- 
tinue to have the uncertainty of 
what labor will do and how many 
strikes the industry will have to 
face before the year is out, but it 
is hoped by the makers that at 
least 1,500,000 trucks can be pro- 
duced to fill the demand for new, 
more efficient power in our “on 
rubber” transportation. 





Real Hope Seen by Curtice; 


°47 Buick Due 


in Few Weeks 


(Continued from Page 1) 


me constructively in Washing- 
mn. 

As for Buick’s future, Curtice 
pointed out that with its new facil- 
ities it could produce 550,000 cars 
annually, an increase of 40 percent 


_ | over the peak volume during 1941. 


However, he said, “the outlook 
for 1947 is contingent upon = 


“All the fine facilities in the 
world,” he said, “will be of little 
use if we do not have a realiza- 
tion that the only way to achieve 
prosperity and a higher standard 
of living is to work hard, and pro- 
duce more goods.” ‘ 

To implement General Motors’ 
philosophy of abundance, Curtice 
said, there must be a lot less bick- 
ering and a lot more work. 

“Endless arguments and work 
stoppages,” he said, “many of them 
over insignificant issues, stifle our 
economic machinery, create scar- 





cities and enhance the possibility 
= inflation and ultimate catastro- 
P e.”” 

In an obvious allusion to the 
CIO-sponsored Nathan report, Cur- 
tice said: 

“And you no doubt have just read 
in your newspapers of the ‘tailor- 
made’ economic theory offered by 
these same messiahs to support 
unsound and unreasonable demands 
upon industry. You will recall that 
a similar ‘tailor-made’ theory, 
launched by these same sources 
about a year ago, was repudiated 
even by its author early this year. 

“This is a false phy of 





Suber Adds Annex 
Suber Motor Co., Whitmire, 8S. 
C., is in its new location and has 
made additions to the main build- 
ing to house the paint and body 
repair shop. 











W CAR DEALER 


MAKE MORE PROFITS AND 








BUILD GOOD WILL WITH FRAM! 








dit, 


Here’s How To Do It: Don’t let any car 
leave your showroom unless it’s equipped with 
a Fram oil filter! A Fram filter adds little to 
the price of a car, but much to its long-run 
value; and your profits on Fram installations 
and replacement sales can add up to a nice 
piece of money every month! 


Just have your salesmen tell customers it’s 
your policy to install a Fram oil filter on every 
car or truck to prevent unnecessary motor 
wear, save breakdowns, repairs, money. Ex- 
plain how Fram filters remove dirt, dust, grit, 
carbon and sludge from oil, thereby add 
thousands of miles of carefree motoring to the 
life of the car. Motorists are mighty glad to 
get Fram’s protection and you build a profit- 


able repeat business on genuine Fram replace- 
ment cartridges, too. Fram Corporation, Provi- 
dence 16, R. I. In Canada: J. C. Adams Co.., 


Ltd., Toronto. 





Oil & Motor 


Cleaner 


THE MODERN OJL FILTER 
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Brown.to Build 
Truck Trailers 


rm gc N. C.—Joseph L. 
has organized the Brown 
Trailer Mfg. Co., capital- 
$100,000, and located in 
acquired at Morris Field, 


















At present a small group of 
skilled mechanics are employed and 


production is centered on light 
bodies and pick-ups. When heavier 
machinery is set up the Brown 
plant plans to turn out heavy duty, 
custom-built trailers for long-haul 
trucking lines. Designs for these 
trailers were developed by Brown 
during the war. 


Newhouse Purchase 
Glenn Newhouse, Chrysler dealer, 
Sherman, N. Y., has purchased a 
new site for the building which he 
intends to erect soon. 











National Link Urged 
For School Bus System 
bus 


mendations, in addressing a re- 
cent meeting here of the Indiana 
Township Trustees’ Assn. 












































Upkeep and repairs to hoist an 


Grease, 3 pounds; 
Oil, 2 quarts. 


5 evbic yards per load. The hoist, the 
5895 loads for a total of 29,475 cubic 


A record? Ne, any busy dump truc 
capacity could probably do as well... 
















of grease and two quarts of oil! 





YOUF customers will go for this ki 
and body performance. . 


St.Paul 








HYDRAULIC 
DIViSsi 


GAR WOOD INDUSTRIES, 


Fer the past six months this St.Paul equipped truck 
werked steadily hauling sand and gravel from pit 
te washing plant. In 131 werking days it hauled, 
on the average, 5 loads per hour, 9 hours per day, 


Buf the owner-driver of this St.Paul equipped 
unit states that, since he bought the truck 14 months 
ago, his entire cost for upkeep and repairs to the 
hoist and body have amounted to... three pounds 


-- So sell St.Paul Hydraulic! 


d body: 


n, dumped 
yards. 


k of equal 
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write for information 


WITH A 


BRAKE LOCK 


LIFETIME 






GUARANTEE 
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brake lock 
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WASHINGTON. — One-fourth of 
all union notices of intention to 
strike, filed during November with 
the U. S. Department of Labor 
were directed at the trucking in- 
dustry. 

According to an analysis made 
by the American Trucking Assns., 
the truck industry was the target 
for 112 strike notices, 25.7 percent 
of the total of 436 notices filed 
against all industries in November. 

The figures compared with 141 
notices against the trucking indus- 
try in October, which were 23.2 
percent of a total of 608 notices 
directed against all industry. 

The November notices filed 
against the trucking industry in- 
volved 255 trucking companies and 
19 motor truck associations, com- 
pared with October notices affect- 
ing 496 companies and 29 associa- 
tions. Thirty-three of the Novem- 
ber notices involved more than one 
trucking company. 

The International Brotherhood 
of Teamsters filed 110 of the No- 
vember notices, while the Interna- 
tional Assn. of Machinists filed the 
other two. 

Illinois led the states with 13 
notices, although it ranked fourth 
in October with 14 notices, In- 
diana came next with 11, com- 
pared with 22 in October, which 





Truckers Are Target 


Industry Is Object of Fourth of All Strike 
Notices Filed With U. S. 


was the highest state total for that 
month. Alabama, Iowa and Texas 
followed with eight notices in each 
state. 


Dodge Offering 
More Clearance 


On Half-Tonner 


DETROIT. — Increased ground 
clearance on the WC (%-ton) mod- 
els of Dodge trucks intended for 
operation over rutted roads or in 
off-the-road service is now avail 
able, L. F. Van Nortwick, director 
of truck sales, announced last 
week, 

Van Nortwick advised the 4,000 
Dodge dealers that 5.25x20 six-ply 
tires mounted on 20-inch wheels 
are being made available for the 
WC (%-ton) models with gross ve- 
hicle weights up to 4,600 pounds. 

When these tires are installed, 
front and rear springs with in- 
creased camber are also installed 
at no extra charge to provide prop- 
er clearance between the fenders 
and tires. This tire and spring com- 
bination increases the ground clear- 
ance at the rear axle differential 
to approximately 10 inches and at 
the gasoline tank to approximately 
12 inches. 
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RUBBER-TO-METAL 


C. J. EDWARDS ° 


THE Duio Ruseer ComMPAany 





co 


AUTOMOTIVE MATERIALS 
RUBBER AND SYNTHETIC RUBBER 


Molded (hard or soft) and Extruded Parts 


ADHESION PARTS 


Detroit Office 


VICE PRESIDENT 


2210 FISHER BLDG. 


WiiLouGHBY. CnI0 





FOR SEAT COVER 


Woven Fibre 
Sport Topping 


SOUTHEAST FABRICS COMPANY 


JOBBERS AND CONVERTERS 
Artificial Leather, Plastic Fabrics 
and Cotton Textiles 


AUTOMOTIVE FABRICS 


MANUFACTURERS 
Artificial Leather 
Colored Sailcloth 


AVAILABLE FOR IMMEDIATE DELIVERY 
Samples Mailed on Request 





— DISTRIBUTORS— 
Reliable distributors are invited to 


® Drivers like the Double Check because of the dependable 
control it provides when parking, winching, or stopping and 
starting on steep grades. 

The double Check Brake Lock assures positive all-wheel 
lock-up by holding broke pressure in lines until released 
manually. It is easy to operate . . . easy to install. It is 
dependable, and is the only brake lock carrying an 
unconditional guarantee for the life of vehicle upon which 
originally installed. 


PROVIDES POSITIVE ALL-WHEEL LOOK-UP 


* OIL FIELD TRUCKS ® CONCRETE MIXERS 














“ALLIED 


BLE CHECK BRAKE LOCK 


® WINCH TRUCKS 
* LINE TRUCKS 
DUMP TRUCKS 


® SERVICE TRUCKS 
® POLE SETTERS 
MULTI-STOP DELIVERY TRUCKS 





EQUIPMENT & SUPPLY CO. 


SOUTHEAST FABRICS COMPANY 


4 WORTH STREET CAnal 6-5363 NEW YORK 138, N. Y. 


Chrome 
SHOWROOM. FURNITURE 


Beautiful e Sturdy « Comfortable 
CHAIRS e SETTEES e TABLES 
STOOLS e SMOKING STANDS 
LAMPS « CLOTHES TREES 


@ Durable Leatherette in Many Colors 
@ Highest Grade Chrome Plating 


Illustrated Literature on Request 


+ 
KAY-DAVIS COMPANY 


886-890 Gerard Ave. 
NEW YORK 52, N. Y. 
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MANUFACTURED. See that it is on every bearing you use. 
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Montana Dealers 
Urge Repeal of 
Wagner Act 


BUTTE, Mont.—At its largest 
and most successful convention, 


rating for employers. 
to any 

te further tax the auto 
Strengthening 











intend to do with it.” 
New officers of the association 





John J. Jewell was reelected sec- 
retary-treasurer. 

Next year’s convention was set 
for Dec. 5-6 at the Baxter hotel, 
Bozeman. 

Robert Deo, general counsel of 
NADA, addressed the convention 
on the wage and hour act. 





Dealers Affected, Too 


Price-Wage Boosts Minus Output Gain 
Will Slash Sales, Romney Says 


By Pete Wemhoff 
Editor, Automotive News 
DETROIT.—Dealers, as well as 
workers and management, stand to 
lose if auto wages are increased 
without a corresponding rise in 
production efficiency, since higher 
prices would further reduce sales 
and jobs. 
George Romney, general manager 
of the Automobile Manufacturers 


. | Assn., emphasized this point to the 


press last week, adding that “no 


.|shortcuts are possible” to higher 


wages and lower prices. 

Referring to the already “dis- 
credited” Nathan report calling 
for a 25 percent wage boost with- 
out price increases, Romney 
pointed out that the important 
factor overlooked is that the key 
is “improved production efficiency 
resulting from better methods 
and more output per manhour 
that reduces manufacturing costs 
substantially.” 

If wages are forced up arbitrar- 





What you trying to 
do, Bill....catch 
the early worm?” 


“Surprised you, eh?—rolling in here 


two hours ahead of schedule. Boy, 
does this new rig roll!” 


Jim: 
Bill: 


“What you got in it?—jet propulsion?” 
“You're getting hot. The Old Man 


specified a Timken Two-Speed 
heavy-duty Axle for it.” 


Jim: 
Bill: 


“That’s good?” 
“It’s terrific! Now I do the passing 


on hills, level stretches, and every- 
where else. This Timken~ has high 
and low ratios that give you just the 
right ‘spread’ for the greatest number 
of road conditions. And you get twice 


as many gear combinations 


9 
! 


“Yeah, I know.” 
“And with that Timken Easy-Power 


les are the most modern two-speeds in 
modern feature! 


Ax 
Romies illustrated above offer 


Shift you can go into either low or high in a split 
second without clutching—and without losing 
vehicle speed too. What’s more, you can make 
long grades without working up a sweat.” 


Jim: “Which is something else I know. You haven’t 
forgotten that I’m using a Timken Two-Speed 
too, have you? And now let me tell you some- 
thing: That Old Man of yours is going to fall 
out of his chair when he sees how that two-speed 


saves gas, too.” 


: “And time! I know a way he can tighten up 
my schedule that'll get me an extra night a 


week with my family.” 


: “This calls for a celebration! Hey, Mame!—bring 


9? 


on those steaks! 





THE THAKEN-DETROIT AXLE CO., DETROIT 32, MICH. 
WISCONSIN AXLE DIVISION « 
TMAKEN AXLE BRAKE DIVISION ¢ DETROIT 32, MICH. 


OSHKOSH, wis. 











ily, he said, car prices of course 
will necessarily rise, dealers will 
be unable to sell as many autos 
and, in turn, the number of jobs 
in plants will be reduced. 

Up to the mid-thirties, Romney 
pointed out, under the successful 
formula of volume production and 
steadily improving productivity, the 
motor industry reduced car prices. 
improved car quality and boosted 
real wages. Profits, while unstable, 
proved sufficient to supply or at- 
tract funds to buy better tools and 
improve production methods. 

With lower prices, car owner- 
ship increased sharply. 

Commencing with the mid- 

production efficiency be- 
gan to lag, despite continued im- 
provements in tools and produc- 
tion methods, Romney declared. 

“Contrary to earlier trends, since 
1936 output per manhour has shown 
no increase, even though hourly 
wage rates between 1936 and 1946 
increased from 76 cents to $1.33,” he 
said. “Manufacturing costs have 
soared because of lower volume, 
higher material costs and higher 

wages in the automobile industry. 
Profits have declined. Prices, again 
contrary to the historic trend, have 
been forced upward, primarily by 
the combination of these factors. 
This adverse cycle has reached the 
point where millions of previous 
car buyers are being priced out of 
the market. 

“Further wage increases that are 
not based on increased output per 
manhour will accentuate the un- 
favorable cycle of the past 10 years 
and produce higher costs, higher 
prices, fewer customers and fewer 
jobs,” he said. 

“Real wage increases cannot pre- 
cede increases in productivity. 
Wages paid by any one employer 
in the motor industry cannot be 
made to depend on the profits made 
by a shirt manufacturer, a cattle 
raiser, or a movie producer. That, 
obviously, is the auto union’s and 
CIO’s basic economic fallacy com- 
pounded out of Robert Nathan’s 
already discredited report. 

“The timing and degree of 
wage increases must be deter- 
mined by true collective bargain- 
ing between the managements 
and worker representatives of a 
particular company, without 
either government interference or 
by the combined economic force 
of either a national labor mon- 
opoly or a. national employer 
monopoly. 

“The union-monopoly’s drive for 
higher wages in the automobile in- 
dustry, where productivity has not 
increased in 10 years and costs 
have risen sharply, is detrimental 
to the entire economy,” Romney 
said. “By militant action a year 
ago to raise -wages artificially, 
union leaders not only put other 
economic groups at a disadvantage, 
but also narrowed the potential 
market for the output of auto 
workers themselves.” 
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SEALED BEAM CONVERSION KITS 
DIRECTIONAL SIGNALS 
CLEARANCE LIGHTS 
MARKER LIGHTS 
STOP LIGHTS 
REFLECTORS 
FOG LAMPS 
FLARES 


<f{pnoll> 


SAFETY DEVICE, COMPANY 


MOUNT HOLLY, NEW JERSEY 
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Truckin’... 


By 
Jack Weed 
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offered that started at $4.50 per 
plate as the minimum for a much 
less attractive dinner. At least that 
was what they tried on my party 
one night. 

For the benefit of you dealers 
who will be going down there in 
February, there are a few good 
spots where they didn’t jack up 
the “take.” I can recommend Cap- 
tain Shorns, famous for steamed 
clams and lobster; Docks, where 
they serve a delicious oyster stew 
and fair steaks, and the Brighton 
hotel dining room, all of which I 
tried. Miss Raikes, the most effi- 
cient publicity gal at the Traymore, 
and Al Shean, the city convention 
manager, swear they are going to 
do something about it before the 
NADA meeting, however. So you 
may miss the bland smile and the 
“Hello, Sucker” welcome the ASIers 
received when they stepped off the 
train or plane. 

* + * 

THE SHOW itself was back in 
all of its glory—and ability to 
break down your constitution— 
after its six-year wartime vacation. 
The displays were just as big and 
magnificent, in spite of the fact 
that very few makers had any- 
thing new to show. And there was 
an upping in the number of booth 
Spaces taken as well as number 
of exhibitors—438 manufacturers 
took 1,174 spaces. 

But the J. O. C. (Joint Operat- 
ing Committee) seemingly have 
brought on a rebellion among the 
paying “guests” because of their 
strict observance of the rules laid 
down by the Presidents committee. 
Manufacturers all over the show 
were grumbling about the lack of 
play they were getting for their 
money. This show costs anywhere 
from $3,500,000 to $10,000,000 to 
man, present and entertain, accord- 
ing to whose estimate you listen 
to. It’s grown like a baby elephant 
that is cute to look at when it is 
in its infancy, but eats a whole lot 
of hay when it grows up. The man- 
ufacturers would like to continue 
the show, but want it to work out 
its board and room doing a bigger 
job—one that it is fully capable of. 

It looks very much, at the pres- 
ent time, that a suggestion that 
AuTomoTive News made well over 
a year ago is beginning to bear 
fruit—at least it is getting some 
very serious consideration in the 
aftermarket industry, outside of 
the relatively few “shortsighted in- 
dividuals striving for unnecessary 
attendance restrictions,” as one as- 
sociation executive puts it. 

* * * 


OVER A YEAR ago we (Auto- 
MoTivE News) said that the ASI 
show had grown too big for the 





organization that had whelped and 
raised it—it has reached the stage 
of an “all industry” show and to 
preserve it, and keep it the one 
big aftermarket show of the in- 
dustry, it would have to be opened 
up to all wholesalers regardless of 





Are Equipment Makers 


‘Missing the Boat’? 

Expressing disappointment 
that there will be no equipment 
display at the forthcoming 
NADA convention, W. O. Steu- 
del, president, Steudel Motors, 
Inc. (Dodge-Plymouth), Cleve- 
land, last week wrote Automo- 
tive News: 

“We think the automotive 
service equipment manufactur- 
ers are certainly ‘missing the 
boat’ by not having such a dis- 
play. Many dealers would like 
to see the latest and most mod- 
ern garage and service equip- 
ment in order to better judge 
and purchase more wisely.” 





what association or under what 
banner they operated. 

The ideal thing of course would 
be to have the three sponsoring 
associations invite the NADA to 
join in with them and open the 
show not only to all wholesalers 
but to all franchised vehicle deal- 
ers doing a wholesale business and 
distributors—at least for one-half 
of the week. 

We suppose that would be ask- 
ing too much, but we will go on 
record as prophesying that, if this 
isn’t done, the manufacturers of 
shop equipment, tools, accessories, 
the majority of replacement parts 
and other exhibitors, will have to 
do the same show over again for 
the car dealers as wall as partici- 
pate in several sectional shows 
around the country. 

They could kill that growing de- 
mand once and for all by making 
this show the one “big top”’—open 
at least for three days of the week 
to all the trade that wholesales, 
and by refusing to go any place 


else. That is the way the vehicle ! 


manufacturers won their “battle of 
the shows” years ago by paying 
the bill for the New York show 
and putting it up to the dealers to 
put on their own city shows. There 
was a time, I can remember, when 
New York, Boston, Chicago and 
San Francisco were all eating at 
the manufacturers’ show expense 
table. 
* * * 

SOME INTERESTING sidelights 

of the big show: Stafford-Feiman- 


Watson Co., Dallas, Tex., bringing ' 


its delegates to the show in two 
new Pontiac station wagons, mak- 











IMMEDIATE 


Sold only 
through 
authorized 


dealers 


The 
Famous 


DELIVERY 


‘GRANITE TRAILERS 


An established, reliable manufacturer and a pioneer in the 
field offers an outstanding heavy duty, utility trailer of 
superior construction. Two models available—super-strong 
all steel body and axle—tough ten leaf springs—Timken 
roller bearings. Patented parking jack on large model. Built 
for ease of handling and long, rugged wear. Stakes optional. 


Some Choice Territories Still Available 
Write or wire Sales Department 


GRANITE TRAILER MANUFACTURING CO. 
MOUNT AIRY, NORTH CAROLINA, U. S. A. 














ing sure that John L. Lewis did 
not marroon them on the board- 
walk ... The nice tribute paid to 
Mrs. and Mr. Carl Johnson, Wichi- 
ta, Kan., at the MEWA dinner to 
former officers and directors be- 
cause they were celebrating their 
silver anniversary wedding date at 
the show ... The 2,248 Boosters 
and their friends who got their 10 
bucks back in top enjoyment at 
the mammoth Booster Club Silver 
Anniversary banquet. This was the 
largest dinner ever held at an ASI 
show and the second largest ever 
held in the Atlantic City Conven- 
tion Hall ballroom . . . The B-19ers 
from Detroit “taking the show” 
with their maroon and silver ties 
emblazoned with a big B-19, De- 
troit, on them ... The attendance 
of Charles F. Wright, Ballou & 
Wright, Seattle and Portland, who 
was not only the oldest jobber at 
the show but whose firm is cele- 
brating its fiftieth anniversary in 
the jobbing business this year. 
* co * 

WRIGHT TOLD the story of 
how he started in the business and 
trained himself to be a salesman. 
He was a bicycle repairman when 
he teamed up with Ballou, who 
ran a bicycle store to handle bi- 
cycle parts on a jobbing basis. He 





didn’t know how to meet people— 
Dale Carnegie hadn’t put out his 
manual as yet—and so he would 
fill his pockets with peanuts in the 
shell. When he met the buyer, he 
would hand him a peanut and take 
one himself and as he cracked the 
shell would tell his business. He 
claims the procedure of cracking 
the goober shell helped him to 
crack the shell of many a hard- 
shell buyer and paved the way for 
an order. 
ok + * 


|= be thinking of you, my read- 
er, as I look down the table 
Christmas day, carving knife in 
hand and appreciating how fortu- 
nate I am to still have my wife 
and two daughters at the table 
with me on that most sacred day 
in all Christendom. And just so 
that you will know it, I am going 
to dedicate one brief moment in 
that happy period of my life to 
wishing you and you and you a 
most Merry Christmas, a most 
Happy and Prosperous New Year 
and a 1947 that will fill your bins 
and showrooms with good saleable 
merchandise. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 





Brass License Plates 


To Be Used in Conn. 

HARTFORD, Conn. — Connecti- 
cut’s motor vehicle registration 
plates, now made of aluminum or 
of steel, will be replaced gradu- 
ally by brass plates made by Con- 
necticut manufacturers, Commis- 
sioner John T. McCarthy of the 
State Motor Vehicle department 
has disclosed. 

McCarthy said the department is 
planning to have 90,000 brass reg- 
istration plates made at this time, 
to replace worn and badly dam- 
aged plates which are unfit for 
use, and for new registrations. 
Tests made by department experts 
showed that brass provides a more 
durable plate than aluminum and 
costs less, he added. 





International Plans 


Plant in Australia 

CANBERRA, Australia.— 
Large-scale production of trucks 
and tractors is. planned by In- 
ternational Harvester Co. at 
Geelong, Victoria, Prime Minis- 
ter Joseph B. Chiefly announced 
last week. The program will in- 
volve an expenditure of 35,- 
200,000. 
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ANOTHER TYPICAL EXAMPLE of the modern facilities White Distributors 
are providing to meet the service needs of truck owners everywhere. 


Going Up! Another 
New Truck Headquarters 


in the industry. My own experience 
in the truck business was first as a 
mechanic and two of my mechanics 
have had better than twenty-five 
years experience”. 


POST MOTOR TRUCK COMPANY of 
Clarksburg, W. Va., is building one of 
the most modern garages in their city. 


Tie new building is on U. S. highways 


50 and 19 and State route 20...a loca- 


tion that will enable them to render 
“on course”’ service to most truckers. 
A tremendous parking lot 115 x 190 
feet assures plenty of stop, park and 
turn-around space for the largest 
over-the road tractor-trailer units. 


Sales are secondary to service with 
G. L. Post, President of the company. 
His seventeen years in the truck busi- 
ness prompt him to say, “Sales hinge 
on the ability to give service and 
White has the best Truck service Plan 


There will be 10,240 square feet of 
sales and service area in the new build- 
ing, a big project, but typical of the 
big building program White distrib- 
utors are putting on all over the 
country... typical of the confidence 


White distributors have in White as 


a product and a company. Mr. Post 
sums it up well when he says, “If I 
did not think White had one of the 
best propositions in the truck busi- 
ness, I would not be willing to stake 
all I have on it here in Clarksburg”’. 


THE WHITE MOTOR COMPANY « Cleveland 


FOR MORE THAN 45 YEARS THE GREATEST NAME IN TRUCKS 











Collecto Garbage Units 


Milk Tanks 





Plane Refuelers 
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Rock Bodies — Telescopic Hoists 


For long life . . . modern 
design...and dependable 
operation, recommend 


to your customers... 


When the question arises as to 
which body and hoist will do 
the most dependable job for a 
specific application, it 1s good 
business to review the features 
of Heil units. 


Consider the weight- saving 
construction that gives your cus- 
tomers greater payloads and big- 
ger profits — the 45 years of 
experience in design and fabri- 
cauon — the smooth operation 
of the hoist — plus dozens of 
other reasons that assure out- 
standing service and satisfaction. 


Heil Bodies and Hoists sub- 
stantate your claims for thorough 
dependability — your customers 
thank you for recommending them. 

BH-111 


wore [EIaINL Go, 


General Offices 
MILWAUKEE 1, WISCONSIN 


Petroleum Truck Tanks 





FIBRE AUTO SEAT COVERS 


Top Quality and Workmanship 





Immediate Delivery 





Manufacturers 


CONTINENTAL AUTO SEAT COVER CORP. 


1186 BROADWAY 


NEW YORK 1, N. Y. 











ENTA 





The Whistling VENTALARM in Your Gas Tank: 


@ prevents blowbacks, overfilling 
@ saves time and money 
@ eliminates danger of flash fires 


Watch for new 1947 car, truck and bus models 
equipped with the efficient, economical VENTALARM! 





GAS TANK FILL SIONAL 
SCULLY SIGNAL CO., 88 FIRST ST., CAMBRIDGE 41, MASS. 
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CLASSIFIED 


WANT ADS 














HELP WANTED 
EXPERIENCED PARTS MANAGER by 
Buick dealer. New York area. State pre- 
vious experience and rate of pay ex- 
pected. Box 1487, c/o Automotive News, 
Detroit 26, Michigan. 





Wanted: Parts Manager 


by large Ford dealer in Detroit 
area. Must have _ thorough 
knowledge of ordering and 
merchandising Ford parts, op- 
erating three parts wagons. 


State previous experience, 
present employment. Your re- 
ply will be held in strictest 
confidence. 

BOX 1498 
C/O AUTOMOTIVE NEWS 
DETROIT 26 





HELP WANTED 





A LARGE FORD DEALER in North De- 
troit, 20 mechanics, 1,000 car contract, 
new building, excellent working condi- 
tions, $5,000 salary and bonus. Appli- 
cants must be experienced. Enclose pic- 
ture and give previous working refer- 
ences. Box 1497, c/o Automotive News, 
Detroit 26. (Replies confidential). 





WANTED PARTS MANAGER for large 
General Motors dealer. Must be aggres- 
sive, able to attract and keep depart- 
ment functioning smoothly, with progres- 
sive ideas for future business. Excellent 
opportunity, salary commensurate with 
ability. Replies kept strictly confidential. 
Address Box 1498, c/o Automotive News, 
Detroit 26. 





WANTED ASSISTANT service manager 
for large General Motors dealer, who de- 
sires to learn and further himself in 
automobile business. Must be aggressive 
and be interested in parts sales and 
service. Excellent salary for qualified 
man. Replies held in strict confidence. 
Address Box 1499, c/o Automotive News, 
Detroit 26. 





SALES MANAGER for large Ford dealer 
located Middle West who would be ca- 
pable of handling new and used car 
sales. Permanent position with excellent 
future. Write box 1494, c/o Automotive 
News, Detroit 26. 

WANTED—Service manager and parts 
man familiar with HUDSON. Good gift 
of gab and friendly personality essential. 
Western Ohio city of 50,000. Box 1490, 
c/o Automotive News, Detroit 26. 





WANTED—Field man experienced in fac- 
tory-dealer operation, must be familiar 
with service operation and schooled in 
business management, to represent na- 
tional promotion organization in the 
Southeastern states. We want a top man 
to replace one earning over $10,000. Must 
have car. Write, giving personal history 


and experience in the automotive field. 
Box 1500, c/o Automotive News, De- 
troit 26. 





TOP-NOTCH SERVICE MANAGER—Pro- 
gressive seven-year-old Mercury-Lincoln 
dealership with exclusive southern trad- 
ing area of 500,000 wants experienced, 
aggressive service manager. High pay for 
the man who can double our service vol- 
ume. Reply Box 1488, c/o Automotive 
News, Detroit 26, stating service back- 
ground and pay expected. 

SERVICE MANAGER—Now employed by 
DeSoto-Plymouth dealer. Fifteen years 
experience with General Motors dealers. 
Age 43. Past record of successful ac- 





complishments. Prefer association with 
dealer having large ‘service potentia!. 
Box 1476, c/o Automotive News, De- 
troit 26. 





DISTRICT SALES REPRESENTATIVES 
with five years or more experience in 
wholesale automobile operations wanted 
by automobile manufacturer for positions 
as District Managers. Some college train- 
ing preferred. Age 30 to 40. Traveling 
expenses and use of company car fur- 
nished. Our employees know of this ad- 
vertisement. Box 1491, c/o Automotive 
News, Detroit 26. 


PARTS MAN—Ford, Mercury and Lincoln 
dealer in New York area. One who is 
thoroughly familiar with details of Ford 
Motor parts system of merchandisi 





POSITION WANTED 
SERVICE MANAGER—Pontiac or Chevro- 
let. Eleven years experience. National 
recognition for accomplishments in this 
field. Not interested in less than $10,000 
per year plus. Box 1501, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER—Retail dealership. 
Complete knowledge of all departments. 
Capable of the highest type of operation. 
Reputation for management far above 
average. Interested only in exceptiona! 
opportunity. Box 1502, c/o Automotive 
News, Detroit 26. 








MANAGER, 20 
Have managed 


PARTS WHOLESALE 


years in parts business. 

Mopar wholesale operation. Thoroughly 
trained in management, training per- 
sonnel and sales promotion, wants job 
with Mopar wholesaler or aggressive 
Chrysler, Dodge or DeSoto dealer. Ex- 
cellent references. Box 1505, c/o Auto- 


motive News, Detroit 26. 
MANUFACTURER’S REPRESENTATIVE 


MANUFACTURER’S REPRESENTATIVE 
covering Wisconsin and Upper Michigan 
can handle few more reliable lines. Box 
1479, c/o Automotive News, Detroit 26. 








Not less than 15 years’ experience essen- 
tial. Must be trustworthy and aggressive- 
ly interested in parts sales and service. 
Good salary and commission for quali- 
fied parts man. Mail full particulars of 
past experience stating previous salaries 





MANUFACTURERS AGENT wanted to 
represent factory making high quality 
fibre and cloth seat covers. Must have 
following in automotive trade. Commis- 
sion basis. Box 1513, c/o Automotive 
News, Detroit 26. 











this 500-car dealership. Will only con- 
sider man with experience and with de- 
sire to learn and further himself in the 
aut bile busi Write full particu- 
lars together with recent photograph tn 
first letter. Tyrrell Chevrolet Co., Chey- 
enne, Wyoming. 

AUTOMOBILE MANUFACTURER wants 
men for Service Representative positions. 
At least five years experience required. 
Age 28-40. Must be free to travel. Salary 
open. Our employees know of this ad- 
vertisement. Box 1492, c/o Automotive 
News, Detroit 26. 














MALE HELP 
WANTED 


PARTS MANAGER by Ford Deal- 
er—65 miles outside New York City 
in New England. Must have thor- 
ough knowledge of ordering and 
merchandising Ford parts. State 
previous experience, present em- 
ployment, rate of pay expected for 
5%2-day week. Your reply will be 
held in strict confidence. 
Box 1459 
c/o AUTOMOTIVE NEWS 
Detroit 26 


WORKING SERVICE MANAGER required 
by Lincoln Mercury dealer in New York 
area. Full charge of service with 12 
mechanics, also supervision of parts de- 
partment. Must have excellent character, 
fine personality. Not less than 15 years’ 
experience. Thoroughly familiar with 
Ford Motors system of merchandising 
service. Able to attract and keep sound 
service organization functioning smooth- 
ly with progressive ideas for future busi- 
ness. High remuneration for fully quali- 
fied man. Mail all details of experience 
and salaries received which will be kept 
strictly confidential. Address, Box 1484, 
c/o Automotive News, Detroit 26. 


WANTED—Chevrolet dealership wants a 
good Chevrolet parts counter man who 
wants to go places. We do a big busi- 
ness now and will do more. You can in- 
crease your experience and earning pow- 
er with us as we have every facility for 
carrying our program out. Ask for de- 
tails. State age, experience and qualifica- 
tions. Bousa Motors, Inc., Willimantic, 
Connecticut 








CHEMIST AUTOMOTIVE PRODUCTS 
Knowledge of sound dampening, adhe 
sives, saturated felts preferable. Desir- 
able that applicant be capable of super- 
vising group of Automotive Products 
Chemists. Permanent position with long 
established, progressive company. Excel- 
lent opportunities for advancement for 
right man. Location, Metropolitan New 





York area. Send resumes to Box 1460 
c/o Automotive News, Detroit 26. 


received to Box 1483, c/o Aut tive 
News, Detroit 26. BUSINESS FOR SALE 

SALES MANAGER capable of taking/roRD, PONTIAC OR STUDEBAKSR, 
charge of all new and used car sales in dealership available. For sale: garage 


and business, near Erie, Pa. 50x70 feet, 
fireproof, steel structure building, brick 
front, tile and cement sides, 18x30 feet 
new car salesroom. Good parts room 
and office, good shop, well equipped. Two 
electric gas pumps, 3 large tanks, air 
compressor, stock of parts for general 
repairing. State inspection station. Box 
1512, c/o Automotive News, Detroit 26. 





RENTAL AND USED CARS—Well estab- 
lished, over $30,000 net last year. Com- 
plete with ten nice late cars (rented). 
Five year lease, new building downtown 
Miami. $23,000—half cash handles. Waco 
Motors, 1779 W. Flagler St., Miami, "la. 


DEALERSHIP FOR SALE 


MY HALF INTEREST in automobile 
agency located on the Oregon coast in a 
modern newly constructed concrete build- 
ing, 9,000 square feet floor space, hous- 
ing showroom, parts room, lubrication, 
repair, body, fender and paint shop. 
Large and excellent territory, good go- 
ing business. Thirty-five cars delivered 
up to Dec. 1, 1946. Write Box 1508, c/o 
Automotive News, Detroit 26. 


FORD & MERCURY dealership in Mid- 
western town of 22,000. Inventory new 
and used cars, parts, tires, new truck 
equipment accounts (all guaranteed), 
furniture and fixtures, shop equipment, 
$61,000. Main building brick, 13,000 
square feet floor space, warehouse 3,000 
square feet. Parking and used car lot 
150x170 feet adjoining. Location on one 
of the main north and south U. 8. high- 
ways, in business section of city. Favor- 
able long term lease on all property. Old 
dealer retiring. Purchaser must be ac- 
ceptable to factory. Terms cash. Address 














Box 1509, c/o Automotive News, De- 
troit 26. 

DEALERSHIP FOR SALE — Important 
Connecticut city. Beautiful showroom, 
large, well-equipped service station, gas- 
oline station, big potential. Excellent 
opportunity. Box 1507, c/o Automotive 
News, Detroit 26 

NEW CAR AGENCY FOR SALE—Prac- 
tically new building, 250 car contract 
with an old reliable company. Doing a 
good parts and service business. Penn- 
sylvania city population 100,000. Equip- 


ment, parts, cars, building, $80,000. Rea- 





son for selling, poor health. Write to 
Box 1510, c/o Automotive News, De- 
troit 26. 

LOS ANGELES—100% location, 1,000 car 
new car franchise, new building, new 


complete service facilities and new equip- 


ment. Cash required from qualified buy- 
er, $100,000. Box 1511, c/o Autometive 
News, Detroit 26. 


DEALERSHIP WANTED 

DEALERSHIP WANTED—Preferably in 
the South. Will pay cash for dealership 
with 500 to 1,000 new car potential. Will 
purchase complete inventory. Will as- 
sume lease or buy building. Replies will 
be kept strictly confidential. Box 1495, 
c/o Automotive News, Detroit 26. 








DEALERSHIP WANTED = 

CLIENT INTERESTED IN PURCHASING 
new car agency with high allocation 
References, bank and credit are of the 
best. General Motors and Chrysler prod- 
ucts preferred. Write full details in first 
letter. Replies held in strict confidence. 
Room 3302, 450 7th Avenue, New York 
City. 


WILL 








interest, with serv. 
ices, in dealership. West Coast. Good 
accountant, good all-around salesman, 
Specialty trucks, 20 years experience 
Must be 100 or over contract. Now with 
Dodge. Reply confidential. Box 1506, «9 
Automotive News, Detroit 26. 


DEALERS WANTED 


DEALERS WANTED 


to sell 


Comet Motoscooters 
Territory open in Illinois, South 
Wisconsin, N. E. Indiana. 

Immediate Delivery in Large 
Quantities 
WRITE OR WIRE 


Franklin-Weber Motors 
6111 N. Clark Street 
CHICAGO, ILLINOIS 


BUY one-half 














USED CARS WANTED _ 





SEVEN PASSENGERS, limousines. large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 


Lansing, Mich 


‘USED CARS FOR SALE 


CADILLACS—42-62—4 dr. sedan, radio, 
heater, 27,000 actual miles. Second set 
matched tires—$3,500. 42-60 special 4-dr. 
sedan, hydromatic. R. & H., original 
white sidewall tires. 19,000 actual miles. 








Both cars like new, $4,000, 41-62 4-dr. 
sedan, hydromatic, R. & H., repaint 
black like new, motor overhauled by 


Cadillac, $2,150. 75 cars to choose from. 
Doc Greiner, Ad 6397, Toledo, Ohio. 
1939 CADILLAC TOURING SEDAN—Less 
than 36,000 original miles. AAA1 condi- 
tion throughout. Trade desired. Phone, 
write or wire, C. F. Myers, 42066 Michi- 
gan Avenue, Belleville, Michigan, Phone 

2744w3. 





WHOLESALING clean late model cars, 
Sam Greenfield, auto merchandiser for 
over 25 years. Cleveland address, 6700 
Euclid Ave., phone HE. 0232. Los An- 
geles, phone Granite 8950, Harold Lerner. 


Automobiles Wholesale 
All Makes — All Models 
Detroit’s Largest Wholesaler 
CENTRAL SALES 


16220 Livernois Detroit 
University 27817 


a 
100 CARS 
Wholesale Only 


DOC GREINER 


Madison at Seventeenth 
Adams 6397 
TOLEDO, OHIO 
No Letters. Call Doc or Swan. 














* THE“BIG? x 


AUCTION 


EVERY 
THURSDAY 
11:00 A. M. 

BUY CARS — SELL CARS 
The Great 
MID-WEST MARKET 
INDIANAPOLIS 


Coast to Coast Dealer Attendance 


APPROX. 200 CHOICE CARS 
The SCHAEFER Co. 


915 N. MWilinois St. Ph. Lincoln 
INDIANAPOLIS, IND. 
Schaefer — ‘‘Chuck’’ 


5383 


**Ken’’ Connell 





WHOLESALING five 1946 Packards 4/d 
sedans, one 1946 Packard 2/d_ sedan. 
Never driven. Phone HE. 0232, Sam 
Greenfield, 6700 Euclid Ave., Cleveland, 
Ohio. 











AUCTION 
Durham, North Carolina 
Every Thursday, 1:00 P.M. 
Except December 26th 


J. B. Leathers, Mgr. 
Sales Fee $5.00 Phone R731 


HOMETOWN SALES 
**Nearest to the North’’ 


ante ae manent iatieemeemeoimenme cnn 








BUSES WANTED 











WE BUY NEW BUS CHASSIS 


We are one of the largest purchasers of 
new bus chassis in America. We will buy 
for immediate or early future delivery all 
new Chevrolet, Dodge, Ford, International, 
or ether make bus chassis you have avail- 
able. Prompt cash transactions. Call, wire 
or write giving prices f.o.b. chassis factory 
or other location. 


SUPERIOR COACH SALES CO. 
2335 N. W. 12th Street 
Oklahoma City 7, Okla. 

Phone 5-3538 











= 
WE B 
any 
BAI 
Mic! 
—— 
ALL ' 
Writ 
McL 
N. | 
= 
f@ 194 
mut 
pact 
heac 
seat 
com: 
wire 
225- 
Tele 
=a 
~ 19 
WBI 
disp 
inch 
900x 


Wes 
city 
righ 

















Five 
trail 


NOW 


Checl 
These 


15311 ¥ 


|] 


19 EI 















AUTOMOTIVE NEWS, DECEMBER 23, i 


39 





saad 
















































































































































































































































































































































































































































— 
iG BUY SURES ot oie and models : ACCESSORIES FOR SALE 
mn any quantity. Also bus chassis. LINN- , py eg for late model Chrysler 
he a Soo: aaeea co., Lansing, ; products. Plymouth type, $2.25. Chrysler 
eas a| CLASSIFIED WANT AD DEPA eh a Bena ae uaa oe 
rst > 1111 8S. 11th St., Philadelphia, Pa. 
ve. aLL ALL TYPES of late model buses wanted. a 
kJ Write, wire, will send buyer with cash. | If “Mall cars $11.85. 10% with order. Bay 
McLaughlin Bus quipment Co., 
- N. Main Street, Providence, R. I. | | aoa 374 Bay Street, Rochester 5, New 
od BUSES FOR SALE WILL TRADE 
n, * . 
7 — . J —_ gy php yet WILL EXCHANGE brand new 1946 custom 
th pacity. Both high headroom and low| ff Taylorcraft, two-place, side-by-side air- 
® headroom. Genuine leather, city service | = sd tgs > con = ey oe 
seating. Just been removed from large | Ne F mtn = 4 re Age A 8 a 
= commercial fleet. Priced right. Write, = 3B + ; - Hel pen. “ae ‘s y 
-~ wire or call Superior Coach Sales, Inc., oe e B. e p= otor ‘orp., ‘ 
= 225-31 S. 5th Street, Gadsden, Alabama. = ee Nica dis St., Johnstown, New York. < 
Telephone 1300. TRAILERS FOR SALE PARTS FOR SALE PARTS FOR(| WILL TRADE—New super cruiser three- 
, FOR SALE—7 rear Chevrolet fenders, part . place airplane for new Packard Clipper 
# 1942 WHITE BUSES—Model number | SEVERAL BRAND NEW LUFKIN built, ~~ - . 
WBN 555, motor model 140A, cubic inch underslung van trailers, 20 and 24-foot 350779, at $12. F.O.B. Sebring, Ohio, di 2 ah and —_ or 1946 Taylorcraft like new 
displacement motor 362, wheelbase 253| length, air brakes, 10x20 tires, fifth} M/!llner Chevrolet. PISTE . for ot er new car. Spartan Aviation, 
inches, seating capacity 35, tire size) wheel. Price $1,350 and $1,550 each. | BaTTERIES—Wholesale. Victory Tire EXx- Semi ‘Fied wet ee FR 
, five-speed Spicer transmission, Immediate delivery. Federal Truck and change, New Brunswick. N. J mi an@) "e AUTO EQUIPMENT FOR SALE 
Westinghouse air brakes. These are inter- Equipment Co., No. 3509 Harrisburg : — ——_—— Also most sizes mote? bear: a 
city buses with front and center door Blvd., Heuston, Texas. NEW SPARK PLUGS—14MM. A5 Auto-| to 1946 PONTIAC. Regular 
right side, emergency door left rear. All lite, lots 200, each 28c, lots 1,200, each Improved Automatic 
run and look new. $5,500 coc. General PARTS WANTED 26e. F40 Firestone, lots 320, each 20c. THOUSANDS OF OTHER » TOW ley ga cig Dealers 
Truck & uipment Co., Columbia, 8. C. ots 960, each 18c. Will fit all 1946 ITEMS ‘ 
Phone 5-8 Ween Gee Pee ex | — Ry or| Chrysler, Dodge, Plymouth, DeSoto and NG — — oy a oo 
) Ss, Pontiac or Buick, also seats 14MM equipped models Ford, Chevrolet, ° ° « 
TRUCKS WANTED for Olds, Pontiac or Buick convertible Willys, GMC, Inc., Mack, Reo, Graham, Thoms Pontiac Co. . Per Set—$7.50 Dea Dealers 
WILL BUY, sell, trade army trucks or/ coupe. Landis Garage, Landis, North| Studebaker White, Twin Coach, Evin- Phone Forest 8992 — +— —_— 
= pny ee See eee = Carolina. rude, Elto, Neptune, ChrisCraft, Ker- Del on St. Lo M ‘ RED ARROW BARS— $35.63 .63 
tation wagons. eghan otors, . 25 " (=> —S ——— 
= Blackwell ‘St. Dover, NJ. I MUST HAVE some Ford and Willys jeep ak ae a Fg Ry Rg — 5225 Delmar Bivd., uis 8, Mo. | ~ CHAINS, $2.50 set 
- and transfer assemblies. a # —_—_ Cee oe eee 
ny TRUCKS FOR SALE Dodge 1%-ton cargo transfer assemblies a eke is ned 30 = pre Rns — ALL-STEEL BODIES—National % and %- TO SALES CO. 
a = a and gears. Chevrolet 1%-ton cargo trans- oka ae. eee rating. Buyers ton pickup boxes and platforms; imme- Distributors 
BWO PRACTICALLY NEW Chevrolet 14- y Supply Co., 2775 Pittsburgh Ave., Cleve-| diate delivery. Special bodies built to 
ton, 4x4 army trucks, less than 3,000| ‘f€T sears. Notify Bill Wilkinson, Box land, Ohio. Phone PR. 2970 - a. TOW BARS—TRAILER HITCHES 
- " ; ; 116, Ocala, Florida. , . . . order. Will deliver anywhere. Phone. | y99 s Clinton Chicago 6, Ill. Race 
3 miles, equipped with 9AKV generator write or wire for our low prices. Na- ANDover nt PoORchester 8373 
», | built. ae eo’ aaa tae WHAT HAVE YOU TO SELL in automo- — aon ner on ee Order Today \ Immediate Delivery 
? WwW j “* 5 3 St., one 3363. 
t units for Air Corp, $1,750 each. Four eg hen ones = write rs a4 P oO N T I A C P A R T Ss - were ee = 
re 1942 army G.M.C. 2%-ton long wheel- Fuller Auto Salvage Box 628 Salina. SHOP EQUIPMENT WANTED 
. base 10-wheel cargo trucks with civilian Kansas. a ‘ pitta One of the largest stocks of Pontiac EQUIPMENT WANTED—Complete chrome | ~~ TIRES WANTED ~ 
. aa, 1.450 a The [— ‘om aon parts in New England. We can help plating outfit, equipped with tanks large | WWANTED—Five new tires and tubes, size 
t ey? $1, Id a . psn > ae Peden yoo PAIR OF FENDER SHIELDS with chrome you on critical parts. Write us and enough to do automobile bumpers. Blan- 6.00-6.50x19. no prewar advise price. 
y Paitin Astin Bt gg moldings wanted for 1942 Buick super .o wh ts a ton Dunn Co., Admiral Wilson Blvd., Sonate ‘ors. Guifport. Mi 
ers. Fulton Auto Exchange, 190 Edee- oo we w glad to mail you our Pre Graeme Motors, Gulfport, Ss. 
2 McLaughlin Bus & Equipment Co., 1224 Camden, N. J. Phone Emerson 5-1591. 
ee eve, MB, AVES, Oe. Ne. Sit | North main &t.. Proviaenes, RB. f weekly Parts Available List. 25% dis- MISCELLANEOUS 
oa EQUIPMENT WANTED i Cae wae cate ; count to all dealers. All parts shipped - SHOP EQUIPMENT FOR SALE f 
, —_.|MOTOR FOR '35. also "33 Chrysler: oi aso day Ge ester 1 ived MARTIN FOUR POST air hydraulic hoists. 
a" METAL KARDEX inventory cabinets. pump for '36 Pontiac 6"; rear end. alse = _ ee floor type (2), practically new, priced =e 
| Mueller White Truck Co., 816 Seventh| center bearing for '36 Buick convertible for quick sale. Mohawk Auto Sales, Inc., Amphibious GMC Ducks 
; Ave., Huntington, W. Va. front end '38 Packard ‘‘110"" convertible Uni itv Mot Sal 33 Myrtle Ave., Stamford, Conn 
as patty. 4 rn Se SAND BI XSTING OUTFIT isti f Amphibious Ford Jeeps 
ERS FOR SALE Dover, N. J 2 Z SAI ad 3 consisting o 
ieee = ae —— = 1971 Massachusetts Ave. Ingersol-Rand 10x10 compressor, 40 h.p. 
- FIFTY 25-TON PONTOON TRAILERS, 31|WANTED—R. F. door and Tudor 1939 CAMBRIDGE, MASS. motor, dust arrester, 2 nozzles, mask. $995 and $850 land or water 
' feet long, air brakes, 10x20 tires, priced Chrysler Saratoga 4-door. H. R. Dutcher Tel. Elliot 0500 Arch Motor Sales, 11077 Gratiot, De- Hn 
4 for immediate sale, $700 lots of five. Motor Co., Appleton, Wis. troit. PR. 2222. use. Pass. or Frt. hauling. Swe 
Five to six ton new four-wheel cargo ~ : i 
; trailers, 16 feet long, four-foot side-| WANTED—Old Ford motors suitable to in | oo Hg gy Me ae for boat a Spectacu 
boards, electric brakes, 8-7/50x20 tires. rebuild. Models A, B, 60 and $0.0. == wide, Ween cue side plain letterd other lar for advertising purposes. 
. 4-KR-11 new International tractors, fifth V-8, 1932 to 1938. JUDGE MOTOR side, modern round ends condition good 
wheel, air brakes, 11x20 tires. .4-5 to 6 CORP., 81 Lake Ave., Rochester, N. Y. Pp et N ' I A Cc Being replaced by larger sign. Ideal for * 
om Thamené T new, xs Tandem drive, —y small dealership one-half. price Bickel- 7 J 
front end winch. Southern Motor Co.,| RIGHT DOOR & LEFT REAR FENDER P Wholesal haunt Meter Ce’. 187 Sixth Ave. South R. EVANS 
Inc., 3509 Harrisburg Blvd., Houston, for 1940 Mercury Club Coupe. Bassett's arts otesater Climes, — . adi . : - 
Texas. Garage, Oak Harbor, Ohio. Fast Midwest deliveries. Exceptionally : World's Largest Dealer 
large stock on hand. Prompt, courteous | TEXAS DEALER OFFERS FOLLOWING— 1600 N. E. 2nd AVE. 
we a la treatment. 25% discount to dealers on reg- Sioux valve machine and hard seat MIAMI, FLORIDA 
ular discount items. We want your busi-| &rinder, Lyons parts bins and counter, 
The Ori inal INDIANAPOL Is. ness. We can help you. electric drills, alemite equipment, quick 
& . charger, slow charger, spark plug clean- . Kk t ind 
THOMS PONTIAC CO. er, vises, micrometers, air compressor, | ENGINE REBUILDING—Crankshaft grind- 
) ' tS) E D C A R A I C 1 1 O N armature growler, etc. Will sell individu- ing and metallizing. John P. ~~ 
; Phone Forest 8992 ally. Advise what you want. Write Box| Motor Co., Inc., 800 Commerce St., 
NOW IN EVERY WEDNESD A Y 5225 Delmar Blvd. 1481, c/o Automotive News, Detroit 26.| Lynchburg. Virginia. 
7 - FOR SALE—De Soto-Plymouth neon sign. 
FULL SWING - - ST. LOUIS 8, MO. PARTS DISPLAY COUNTER -LUPTON. Horizontal, outside building, brand new. 
15 feet long, in excellent condition, $125. Write Box 1482, c/o Automotive News, 
~ ~ 2 Otto Schmidt Jr., 306 Broad St., Summit, is se 
5 SALE STARTS PROMPTLY AT 12 NOON PARTS FOR CHEVROLET and G.M.C.} X'S "Ci mit 621665. Detroit 26. 
— — 4x4 foe “se ona = FOR SALE—FITZGIBBONS LOW PRES- 
PLENTY OF CARS — PLENTY OF BUYERS fenders, right and left, $10 each. Top SURE steam boiler, 5600 sq. ft. radia- 
hood panels, $8 each. Side hood panels, FLOOR J ACKS tion, 2 fuel saver stokers, condensation 
CHARLIE JOHN $5 each. Reprocessed transfer case as- of ; | unit, guaranteed as good as new unit. 
" semblies for G.M.C. 6x6 and 6x4, $125 Walkers, Weavers—10 ton, $89 | wf ‘interested please contact O. A. 
STUART & RAMP INC. each. Windshield frames, $10 each (less 42 GMC 6x6’s With Winch Schamber, 1414 North 8th St., Lebanon, 
: pater rubber). Other hard-to-get G.I. truck Pennsylvania. 
° 3: wa RSON, ® parts carried in stock. Fulton Auto Ex- SHA RPIES 
1215 N. Meridian AUCTIONEER Riley 8781 h 190 Ed d Ave, N. E. 
y iene, Ga. sites 4120 Montgomery Road Z “ 9 
CINCINNATI, OHTO COMING TO FLORIDA? 
GENUINE DODGE CLUTCH ae Driv so of nt ane 
PLATES FOR SALE ACCESSORIES FOR SALE rive one or more of y 
yY i] PART NO. 921349 cars—new or used. Sell to us 
C H R S L E R D E A L E R ~ . List Price $13.20 SEAT COVERS!!—Custom made for 1946/ on your return. We will pay 
Our Price, $6.49 Each Hudson club coupes—$13.95. Bay Sales, premium prices. 
We Have Oil Filter Cartridges for the 1946 Chrysler F.0.B. NEW | YORK 374 Bay Street, Rochester 5, New York. > 
Minimum * 
REPLACES MOPAR No. 1123387 oq DONT EURCHARING CORE. _ SEAT COVERS eee 
Western Filter Pack No. 1330 S ee lt cd alla R. S. EVANS 
estern er Fac o. l D l 
$1.05 net — up to 48 : Chevrolet Dealers “World's Largest Dealer” 
$ .98 net — 48 PARTS FOR HUDSONS—Water pump Kits, We can supply you with a co se ne of 1600 N. E. 2nd AVE. 
or more list $8.90; fibre timing gears, any model, 1941 to 1946 unive and — m4 MIAMI, FLORIDA 
list $6.90; less 20%, 4 or more less 25% rsal mad I MI, J 
Check your stock. Ask your parts manager. Better order now. Immediate delivery. plus postage and 25 cents packing fee. | Seat covers-—-BUE DIRECT. ——iso Stores in All Principal 
These are guaranteed, first line filters. A very, very scarce item. Either type center steering bearings, also Kleinman’s Distributing Co. } — ; 
main bearings. Indianhead Manufactur- 4264 Woodward Avenue Florida Cities 
ALSO AVAILABLE — 25% DISCOUNT — MOPAR NUMBERS ing Co., Lima, Ohio. DETROIT 1, MICHIGAN 
958944 956286 ee en a GE DED ED GE GD GENES SD GD GD DD ED SEED ES 
956287 OLDSMOBI ee a a ee ee ee ee ee 
LE . Al 
966569—Steering Arm—$1.25 net HARTFORD DEALER OFFERS 
: 986492—Throttle control linkage $1.00 net PARTS AT WHOLESALE 1 ‘ 
200 USED CARS AT 
BLAUSHILD MOTOR COMPANY eS k phy 
cries ae Claman x, omo| $50,000 Stoe LOW WHOLESALE PRICES 
25% Discount a 4 4 
4 Hoods Core Supports @ All makes—All body styles. @ Most are low mileage cars, 
— | Grills Hydromatic Parts All year models from 1936-1942. have 5 A-1 tires. 
Hub Caps Shock Absorbers 7 - Rail faciliti to all ints dail 
NEW SPRINGS AND LE AFS Fenders Distributors @ Lower prices than in any @ Rail facilities all po y 
: ms Trunk Lid Steering Wheels other market. ee We = 
run s in te s 
UNDER M ANUF ACTURER’S COST Fuel Pumps Cluteh Parts Call or Wire Us . . . We Will Make Hotel Reservations 
Ai 4 L im A “a » 
And many other items. CAPITOL MOT ORS. INC. 4 
Willys civilian and Army Jeep main and Orders Filled Same Day Received 368 MAIN ST HARTFORD, CONN PHONE 17-8144 
second plates for front and rear, 40 cents each. e ; . 
. : SELMI MOTORS INC. Ask for L. Snow, General Manager 
: * 2 
Front Army Studebaker and G.M.C. spring OLDSMOBILE PARTS HEADQUARTERS | A ceniaas capeliadiaaaan siaraid ee ——— 
for 2%-ton, 6x6 6x4, $4.00 h. 3431 N. 15th St. Philadelphia, Pa. . - 
3 ? Or Oxé, * eacn. Telephone SAgamore 2-5568 — er * E 4 
Rear Army Studebaker and G.M.C. spring M A S K I N G T A P A 
for 2%-ton, 6x6 or 6x4, $4.00 each. 7 > x 
; te NEW BATTERIES Manufactured by Industrial Tape Corp. 
Rear springs 2%-inch width, and are ideal for Deleo and Globe NEW JERSEY 
other trucks as well as trailers. yy ' 1 Inch tape 
6-volt, 23 plate, 150 amp per hour, Group ll . 
* “| 4H, will fit ALL heavy trucks. Can be used 60 Yards per ro IVC er oO 
% ton Dodge Army front and rear spring, $3.00 ea. in Passenger Cars by lengthening carrier to 36 Rolls per carton 
1%-ton Dodge Army front and rear spring, $4.00 ea. egg — ary ton 938 50 each; % Inch Tape i . 
We Have Springs and Leafs in Large Quantities for lots hundred, $23.75 each. Retails $33.75 72 Yards per roll f 32e Per Roll 
Most Any Type of Army Truck exchange. 72 Rolls per carton | 
Minimum Order $100 — Freight F.O.B. Atlanta Immediate Shipment Order Now — Immediate Delivery 
ee F.0.B. NEW YORK CITY 
FULTON AUTO EXCHANGE Glenn Walraven Sales 
19 EDGEWOOD AVE., N. E. ATLANTA, GA. Marion, Ohi POST PURCHASING CORPORATION 
a NEW YORK 6, N. ¥. 
MA. 2134 Phone 2761 — Res. 6425 77 WEST STREET 









































“ How right we were to wait for 
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| This is a reproduction of the full-color advertisement ‘appe 
gUILDS GREAT CARS national magazines plus leading Sunday newspapers during December 
--»- AND GREAT BUSINESSES 
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